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REMODELING PLANS: Some new ideas were developed (See page 34) 


This Month: 


INDUSTRIAL DEVELOPMENT by C. A. Vose 
CAMPAIGNING FOR DIRECT VERIFICATION by Henry G. Diefenbach 
LIGHTING AND COLOR IN BANK STYLING by Frank G. Guthridge 
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How many of these 9 Questions 
on Check Design can you answer? 
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. » . customer’s check number... 
. date of check... 


w N 


. bank’s routing symbol... 


> 


amount (payee)... 


vr 


sign... 





7. 
-mame of person who is to receive the &. 
9. 


. +. amount in numerals preceded by dollar 


Reduced from actual size of 8 3-8’ x 3 3-8// 


6. ... amount in words... 
be paid (drawer)... 
is drawn... 


to honor... 





You'll find answers in Hammermill’s 
idea-book, “BUSINESS CHECKS.” And 
you'll find it a stimulating refresher. It offers 
15 examples of common time-wasting design 
faults taken from checks in actual use. Then 
it shows in clear diagrammatic form the es- 
sentials of a GOOD business check design... 
conforming to recommendations of the Amer- 
ican Bankers Association. 
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SAFETY “ 





MANUFACTURED BY HAMMERMILL 





Like many bankers, you may find distribu- 
tion of this book a tactful and helpful way 
to persuade your customers to design their 
checks properly. Send the coupon for free 
copy. 

And remember : even the best designed 
bankand business checks give greater satis- 
faction on the easy-to-write-on paper that 
really protects—Hammermil] Safety. 





Safety Paper Division 
Hammermill Paper Company, 


Please send me—free—a copy of “BUSINESS CHECKS. 


___ Position 


pe On the blank business check above indicate correct position for: ete, 


. .. mame of account from which money is to 
. . . Mame and address of bank on which check 


... Official signature that bank is authorized 





1503 East Lake Road, Erie, Pennsylvania 








Name 








i rhead) 
(Simply attach coupon to, or write on, your bank lette 


PAPER COMPANY, ERIE, PA 


OR UM) Om <0) 


BCH-AP 


1898 
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Sharp-Eyed Readers 


Sirs: In the article, “‘Controlled Volume 
under Delayed Posting,” prepared for 
your March issue on our bank’s program 
for equalizing the daily volume of posting, 
we notice that the chart is incorrect as 
published. 

On the “Checks Posted” side the bars 
indicate a daily volume of less than 





How Daily Check Volume is Equalized 
A comparison of the volume of checks received in the bookkeeping department 
with the actual volume posted each day during the week of December 13 at 
The National Shawmut Bank of Boston. 


80 CHECKS RECEIVED CHECKS POSTED 






































As corrected 


50,000. Apparently the artist dropped 
10,000 items for each day. 

We are afraid our mail is going to be a 
bit heavy when the March copies reach 
your sharp-eyed readers. 

A. W. DEIBERT, Assistant 

Vice-president, 
The National Shawmut Bank 
of Boston, 
Boston 6, Massachusetts 
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Free Orange Juice 


Srrs: Starting January 3, we have 
been serving free orange juice through the 
tourist season. The service was inaugu- 
rated by our President J. H. Fears and, 
needless to say, it has brought many 
comments from customers. 

J. A. ANsLey, Assistant Cashier, 

The Lee County Bank, 
Fort Myers, Florida 
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Advertisement in Color 


Strs: We have received many favorable 
comments on a newspaper advertisement 
that we ran in two colors, red and black, 
on our 80th birthday. 

Our bank is the first in this area to use 
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color in newspaper advertising and we are 
wondering if you have heard of any other 
financial institutions that have given their 
ads this modern, face-lifting treatment. 
Dona.p D. Martin, 
Public Relations Department, 
First Trust & Deposit Company, 
Syracuse 1, New York 
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Photomurals 


Sirs: As a means of adding to the 
beauty of our bank we recently placed a 
series of murals by Elliott Lyman Fisher 
in our main banking room. The scenes 
shown in the accompanying picture were 
taken around the campus at Duke Univer- 
sity. Across another wall are aerial views of 
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Liggett and Myers, American Tobacco 
Company and Erwin Cotton Mills. 

An unusual feature is that the murals 
have been framed in such a manner that 
new pictures can be used. 

M. B. Fow.er, Vice-president, 

The Fidelity Bank, 
Durham, North Carolina 
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Of All the Many 


Strs: May I take this opportunity to 
say that of all the many magazines, house 
organs and publications of various business 
concerns that come into our office, I find 
yours the most interesting. 

FLORENCE Hampton, Placement Bureau, 

Colgate University, 
Hamilton, New York 
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A Bank Is Known... 


by the correspondents it keeps. 


397 banks in all sections of this country 
have been Central Hanover correspondents 


for more than half a century. 
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Housing Indigestion 


As the home building industry begins to 
suffer its first post-war case of indigestion, 
tightened mortgage lending as well as high 
prices are coming in for a well-publicized 
share of the responsibility. 

This was highlighted in the national press 
coverage of the National Association of 
Home Builders convention in Chicago. The 
reporting of this meeting emphasized 
builder complaints that lack of mortgage 
credit was a major factor in hampering 
their operations and in the drop in. home 
buying. 

Terms, not rates. Builders complained 
more about the conservative terms and 
larger down payment requirements than 
they did regarding the rather general 4% 
per cent rise in mortgage loan interest 
rates. In fact, they were critical of the 
refusal of the Veterans Administration to 
approve a 4% per cent rate on veterans’ 
loans. 

Newsweek magazine comments that 
banks and insurance companies have 
tightened mortgage lending partly because 
of supervisory influence and partly out of 
prudence. The magazine claims that the 
net result of post-war policy has been (1) 
to supply credit on most liberal terms when 
the housing demand was greatest and (2) 
to cut the supply of credit just when de- 
mand is tapering and easier terms are 
really needed to bring new buyers into the 
market. 

“This is the kind of lending policy which 
accentuates booms and deepens recessions,” 
Newsweek editorializes. 

Legislation aid. Agreement that the 
mortgage problem is a real drag on home- 
building in 1949 comes from Business Week 
magazine, in a survey story covering the 
shift toward construction of cheaper houses. 
It contends that banks and mortgage com- 
panies are reluctant to lend on small houses 
because they think the risks are greater. 
The situation may be eased, the magazine 
adds, through new legislation. 

This refers to a bill that the Senate Bank- 
ing Committee is considering (see Wash- 
ington Viewpoint, page 39). Among other 
things, this bill would liberalize FHA in- 
surance for mortgages on lower-cost homes 
and create an easier secondary market for 
mortgages on such dwellings. 
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Cause for Caution 


That banks and other lenders have reason 
to be on the cautious side in extending 
mortgage loans is borne out by the predic- 
tion of Roy Wenzlick, noted real estate 
analyst. 

Speaking to builders and realtors at a 
recent meeting sponsored by the Society 
for Savings in Cleveland, Mr. Wenzlick 
forecast a major real estate depression in 
the “middle fifties,’ with a 30 per cent drop 
in building costs and an even greater 
shrinkage in the selling prices of existing 
houses. 


April, 1949 

















and his prediction of the future 
Brochure copies are available 


Such a prospective drop brings up the 
question of the individuals who purchased 
homes on slim equity at the peak of the 
market, say in 1947. If his forecast of a 
marked deflation by the mid-fifties is cor- 
rect, Mr. Wenzlick foresees that some of 
these individuals are going to find they 
could buy new homes for less than they 
owe on the old ones, due to the slow decline 
on amounts still owed on principal. On 
G. I. loans Mr. Wenzlick states that the 
government guarantee will be sufficient to 
protect lenders, but he is concerned about 
losses that they are going to have on other 
mortgage credits. 

Mr. Wenzlick particularly warns against 
building or financing rental housing at 
today’s construction costs. The high 
rentals required will mean future vacancies, 
he declares. “I think lending institutions 
in many cases who make FHA 608 loans 


will end up with a government debenture,” 
he adds, “‘because I don’t think the prop- 
erty will pay out.” 

Trend of costs. For the more imme- 
diate future Mr. Wenzlick predicts little 
change in construction costs the first half 
of 1949, but he expects a drop starting by 
the latter half of the year and extending 
through 1950. Then he anticipates that 
costs will probably stabilize for a year or 
so, with major difficulties developing after 
that. 

Individual copies of Mr. Wenzlick’s very 
interesting address are available from D. 
James Pritchard, vice-president, Society 
for Savings, 127 Public Square, Cleveland 
14, Ohio. 

© . . 


Home Buyer Too 


That the home buyer, as well as the 
lender, is becoming cautious and selective 
is pointed out by R. S. Fuller, assistant 
vice-president, Bank of America, Los 
Angeles. 

“With an obvious catching up in our 
need for housing, builders have begun to 
see the light and are sharpening their 
pencils all up and down the line,” Mr. 
Fuller declares. ‘“‘Roughly, there has been 
a five per cent decrease in bona fide building 
costs over the last few months in the Los 
Angeles area. There is every indication 
that, in order to remain in business, those 
firms which engage in residential construc- 
tion operations must become more efficient 
and will of necessity have to go back to our 
old concept of sound, competitive prices.” 

The real need in the housing field today 
is for the smaller, more efficient and less 
expensive home. Mr. Fuller believes. He 
adds that extreme architecture, although 
popular to a certain extent, is noticeably 
causing sales resistance. According to him, 
location is again assuming its true sig- 
nificance, convenience and desirability of 
neighborhoods being one of the basic con- 
siderations now that emergency needs have 
been met. 

€ . * 


Life Insurance Loans 


Have the lending operations of the life 
insurance companies since the war been 
inflationary? If so, have there been other 
factors to be considered also? 

In view of the public attention that has 
been directed to the effects of the invest- 
ment operations of life insurance firms, a 
statement on the matter has been issued 
George L. Harrison, chairman of the board, 
and Devereux C. Josephs, president, in 
behalf of the New York Life Insurance 
Company. 

At war’s end, they state, New York Life 
had about 62 per cent of its total assets in- 
vested in Government securities. Then 
came the extremely heavy demand by 
business for funds to convert to peace-time 
production. ‘““That demand,” the state- 
ment declares, “exceeded the amount we 
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For machine-posted records 
that wear and wear and wear 
. . . ot low cost 


PARSONS 
MECHANO 








This paper and card stock, 50% new cotton 
fiber, has built-in toughness, and will take a 
terrific beating, withstanding hundreds of 
handlings. 


Parsons Mechano Form was built to the 
specifications of the leading machine, ribbon 
and ink manufacturers. You'll get legible, 
clean-cut entries, that stay legible. Mechano 
Form has the no-glare surface that means 
tewer errors in reading and writing the 
entries. So it’s fine for hand posting, too. 
Available in eight weights and seven colors. 
Matching colors in paper and cards mean 
you can use each color to indicate a type of 
account or record, saving time and assuring 
accuracy. Entries can be erased easily, by 
rubber, scratcher or chemicals, leaving the 
same color of smooth, hard surface. 


“How to Make Your Records Legible and Lasting” 


This is the title of a free 
booklet that gives the answers 
on paper for accounting and 
record-keeping purposes. It tells 
what types of paper or card to 
use for various applications 
and gives valuable hints on 
saving time, effort and paper. 
© PPc 1949 
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ParsONS PAPER COMPANY 
DEPARTMENT 45 
HOLYOKE, MASSACHUSETTS 





Please send me, free, without cost or obligation, your 
booklet ‘‘How to Make Your Records Legible and 
Lasting’. 


Name. 





(PLEASE PRINT) 
Organization 
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City or 








Town 
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GEORGE L. HARRISON 





normally have available for new invest- 
ments. Your Company felt a great re- 
sponsibility to aid in meeting this need. It 
was essential to overcome the capital short- 
age created by the war if the national 
economy was to provide adequate goods to 
meet peace-time demands and thus alle- 
viate inflationary pressures. 

Opposing factors. “In these circum- 
stances, we elected to dispose of some of our 
holdings of Government securities . . . To 
the extent that these Government securi- 
ties were sold to the Federal Reserve Bank 
at its pegged rates, such sales no doubt 
contributed to the monetary expansion. 
On the other hand, capital loans to busi- 
ness, which increased the facilities for pro- 
duction of goods in short supply, tended to 
check rising prices due to scarcity. 

“The net effect of these two influences is 
difficult to determine,” the statement con- 
tinues. “It is clear, however, that to have 
failed to finance business in the necessary 
expansion of its productive capacity might 
have had more serious consequences to the 
national economy than to sell Government 
securities to the Federal Reserve Bank even 
with its resultant expansion of the credit 
base. It is hard to believe that sales of 
Government securities by the life insurance 
companies were a vital part in the sum 
total of many factors responsible for high 
prices...” 
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The Real Thing 


Going in for stark realism, the staff maga- 
zine of Central Hanover Bank and Trust 
Company in New York City used a real 
mince pie for its cover illustration in con- 
nection with the familiar pie-chart idea of 
showing the distribution of the bank’s 
earnings. 

The illustration ties in with a detailed 
article on the sources and distribution of 
income. The pieces of pie were all cut to 
accurate size, and Editor Louis C. Fink 
comments in the magazine: “You'll prob- 
ably ask why the piece labeled ‘Reserves’ 
is being lifted out first. Our answer is that 
the particular piece is the only one which 
has not been served to the hungry diners. 
Instead, it was carefully put away in the 
ice box for future needs. That piece of pie 


Increased production versus monetary expansion 








DEVEREUX C. JOSEPHS 


will in effect, increase our working capital, 
and thus provide for our future growth as 
a bank.” 

What eventually happened to the real 
pie? When last seen, according to Mr. 
Fink, it was in the photographer’s dark 
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One piece put in ice box 


room, hidden away for an afternoon snack. 
At any rate, it provided an imaginative 
touch to spark employee interest in a vital 
subject. 
o . o 


The Merger Trend 


In a several-page feature article the 
Investor’s Reader of Merrill Lynch, Pierce, 
Fenner & Beane discusses the reasons be- 
hind the growing trend toward bank 
mergers. 

While on the one hand the Federal gov- 
ernment seeks to tighten restrictions on 
mergers and monopolies, says the article, 
on the other it indirectly promotes bank 
consolidation through higher taxes, cheap 
money policies and stiffer credit regulations 
which reduce earnings. 

Pointing out that approximately 60 bank 
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HROUGH an experienced For- 


eign Department and world- 


wide banking connections, Bankers 
Trust Company offers you high- 
speed collection service on your for- 
eign items. You can assure your 
customers of fast, efficient collec- 
tion service when you send these 
items to us. 

In addition, we issue commercial 
letters of credit—buy and sell foreign 
exchange — provide travel funds — 


supply credit information on foreign 





Overseas collection service through foreign banks 


—via Bankers Trust 





names—and furnish up-to-date in- 
formation on exchange regulations 
in the various countries. 

It may pay you to investigate these 
and other services we offer banks 
which want to serve their customers 
as efficiently in foreign transactions 


as they do in domestic matters. 


BANKERS TRUST COMPANY 
NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 






You are invited to write today for 
specific information about the kind 
of transactions in which you are 
interested. Please address Banking 
Department, Bankers Trust Com- 
pany, 16 Wall Street, New York 15, 
New York. In the meantime, we so- 


licit your foreign collection items. 
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banking business had been on the 
bitick). Meantime two other New 
York banks are reported in search 
of buyers. But the teal merger 
avalanche will start if & when an” 
end comes to present agricultural 
Prosperity which has helped keep 
many small country banks more 
Prosperous than their city neighbors. 
, In the face of heated Administra- 
tion protests against business mer. 
gers in general. this consolidation 
movement in the closely supervised 
hank field has gone all bat un- 


commercial banks announce they 
will merge or buy one of their 
14.200 comperitors. Approximately 
- bank re took place 
last year. ¥ ranged from $1. 
billion Chemical Bank's pda 
of $200.000,000 Continental in New 
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Predicts prosperity end would accentuate trend 


consolidations took place last year, the 
article predicts that the real merger ava- 
lanche will start “if and when an end comes 
to present agricultural prosperity which 
has helped to keep many small country 
banks more prosperous than their city 
neighbors.” 

Not opposed. The anti-trust minded 
administration is not likely to interfere 
with most consolidations, says Investor's 
Reader, since banking authorities and 
especially the FDIC are convinced that 
the country is still ““overbanked”’ and that 
in many cases it is desirable to have smaller 
banks join forces with stronger institutions 
which can better resist trouble. 

Citing economist agreement, the article 
quotes Dr. Marcus Nadler as follows: ““The 
bank combinations so far have had no 
serious effect. We still have altogether too 
many banks, particularly in the East. I 
see no danger unless it goes too far—then 
the law may have to be changed.” 
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Financial Aspects of 
Slum Clearance 


The economics of slum area redevelop- 
ment, whereby private enterprise can carry 
the major load with certain government 
assistance, were recently outlined by 
Holman D. Pettibone, president, Chicago 
Title and Trust Company. 

Illinois and Chicago have embarked upon 
such a program, the essence of which is the 
use of public funds and public authority to 
acquire blighted areas, tear down the build- 
ings and prepare the site for redevelopment 
by private citizens. 

Square mile. “Assuming that the Land 
Clearance Commission pays $36,000,000 to 
acquire and clear one square mile of slum 
area, let’s see how this invested sum pays 
off in dollars and cents,” Mr. Pettibone 
suggests. 
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“The City re-acquires part of the cleared 
area for park and school purposes—say it 
is worth $3,000,000. The rest of the cleared 
area is sold to private developers for $20,- 
000,000. That might be quite optimistic. 
It depends a good deal on how much of it 
is to be commercial and industrial. In 
certain areas of the city there would be no 
such relatively high purchase price paid by 
the redeveloper. 

**This leaves a net subsidy of $13,000,000 
which the city must recover through in- 
creased tax revenue from the redeveloped 
area. 

‘““Twenty million dollars of private capital 
will attract an additional $180,000,000 of 
mortgage money, making a total of $200,- 
000,000 of private money invested in this 
particular type of project. Obviously that 
contemplates the use of FHA 90 per cent 
loans, which insurance companies are 
willing to make. 


In five years. ‘The redeveloped area at 


A dollars and cents analysis 


HOLMAN D. PETTIBONE 

















current rates would pay upwards of 
$3,400,000 in taxes as compared with 
$700,000 now paid on the slum area. The 
city gets the extra $2,700,000 in taxes each 
year, so that within five years the initial 
remaining subsidy of $13,000,000 would be 
repaid. 

“Public funds advanced for the purchase 
of the land thus come back to the public 
purse in two ways: First the cash price 
paid by the redeveloper for the land; and, 
second, the added taxes which will be paid 
on the completed project. Thereafter, the 
city benefits over a long period from the 
redeveloped area.” 

In citing the figures to show how such a 
program would work out, Mr. Pettibone 
added that “only experience will demon- 
strate how accurate they are.” 
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Democratic Bulwark 


To block and beat back Communism, 
banks in western Europe are exerting every 
effort to help working men finance the 
purchase of small homes. 

This was disclosed by heads of the Inter- 
national Thrift Institute, Amsterdam, who 
recently came to the United States for a 
three-weeks tour of mutual savings banks. 
Says Professor Andre de Guchteneere, 
chairman of the Institute’s board of admin- 
istration and general manager, General 
Bank of Savings and Pensions, Brussels: 
“If a workingman owns his own home, he'll 
never become a Communist.” 

Accompanying Professor Guchteneere on 
the tour were Olof Norbeck, member of the 








Left to right: Messrs NORBECK, de GUCH- 
TENEERE, KINGMAN and STUART 


International apostles of thrift 


Institute’s board and managing director of 
the Stockholm Savings Bank, and Dr. 
Martin H. Verrijn Stuart, managing direc- 
tor of the Institute. 

The accompanying view shows them 
being greeted in New York by Henry S. 
Kingman, vice-president, National Asso- 
ciation of Mutual Savings Bank, and presi- 
dent, Farmers and Mechanics Savings 
Bank, Minneapolis. 

Founded in Milan in 1923 with almost 
5,500 members, the Institute serves as an 
internal clearing house of information for 
savings banks throughout the world. Dur- 
ing World War II the headquarters were 
moved to Switzerland, and last September 
in a reorganization move they were trans- 
ferred to Amsterdam. Plans for widening 
the scope of the group’s effectiveness call 
for more active participation by savings 
banks in the United States. 
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BANK-MONE 
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Electrification—the march of kilo- 
watts across the land— is an index of 
a nation’s progress—but before the 
current flows, money must flow and 
flexible bank credit plays an 
indispensable part. 


The Chase has been a leader in 
supplying Bank-Money for the march 
of kilowatts. To provide this 
important service, the Chase for 
nearly two decades has maintained a 
special department dealing 
exclusively with the nation’s electric 
and gas companies. 


CHASE UTILITY LOAN PERCENTAGE INDEX 




















1940 1941 1942 1943 1944 1945 1946 


AVERAGE 1939 = 100 


Chase credit is constantly bringing to more and more 
homes and industries throughout the nation—current 


that flows at the turn of the switch, 


1947 
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THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Banks can broaden 
thetr ser lo customers 

















Why bankers use the 





In Chicago : 


Correspondent banks appreciate thoughtful 
and helpful information, as this banker did 


when he wrote: 


« ... You fellows have your ears a 
little closer to the ground than we do 
out here and we appreciate your passing 


these suggestions on to us.” 


Your Bank is cordially invited to use The 
First National Bank of Chicago as your 


correspondent. 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 
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Agricultural Conference 


The county key banker, also known in 
some states as the county contact banker 
or bank agricultural representative, is 
recognized by the Agricultural Commission 
of the American Bankers Association as 
the basic individual in country banking’s 
educational program. This fact was em- 
phasized during the recent two-day con- 
ference of the commission at Kansas City, 
Missouri, March 7-8. 

“No matter what program the commis- 
sion is working on,” said C. T. O’Neill, 
chairman of the commission and vice- 
president and trust officer of the National 
Bank and Trust Company, Charlottesville, 
Virginia, “‘it is the responsibility of the 
county key banker to implement the work 
at the local level.’”? The bulk of the confer- 
ence time was devoted to a discussion of 
county key banker problems. 

Conference topics stressed the impor- 
tance of bank support for soil conservation, 
youth activities and education among 
bankers as to the economy of agriculture. 
At the national level bank credit to finance 
major conservation, water control, and 
reforestation projects is being urged among 
local bankers, whose state associations are 
adopting appropriate measures to meet 
local needs. 

The importance of the county key 
banker in the national educational program 
being carried on through the commission 
and the state groups was also stressed in a 
discussion of youth activities for banks. 
While thousands of individual institutions 








A. B. A. Farm Manual 


have for years supported the various rural 
youth organizations, efforts are being made 
to expand this work nationally so that the 
community bank will contribute toward 
the leadership of these youth groups. 
Bankers attending the conference were 
assured by M. J. Hudtloff, controller of 
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Agricultural conferees study current farm credit problems* 


the Commodity Credit Corporation, Wash- 
ington, D. C., that studies are now. being 
made concerning the interest rates on 
commodity credit loans secured by farm 
products. Mr. Hudtloff discussed commis- 
sion requests to have the farmer’s share of 
interest on Commodity Credit Corporation 
loans increased. In the face of increased 
bank operating costs banks in all sections 
of the country have reported the income 
from such loans has not been paying the 
expense of making and servicing them. 
The current rate is 3 per cent, shared 
equally by the CCC, which guarantees the 
loan, and the individual bank making the 
loan. 

Favorable comment at the conference 
concerned the fact that, although much 
progress has yet to be made toward the 
establishment of a completely integrated 
farm credit program, the large number of 
banking institutions using farm credit files 
and farm accounting systems was cited as 
a sign of advancement. 


4 S 4 Sd 


Farm Financing Text 


“The test of a good farm mortgage loan 
is whether the farm offered as security will 
produce sufficient income to provide a liv- 
ing for an average family, pay operating 
expenses including taxes and insurance, and 
leave enough margin to pay interest and 
principal on the loan.”’ So begins the fore- 
word to the new A.B.A. manual entitled 
“Farm Real Estate Financing.” 

With this thought in mind the associa- 
tion’s Agricultural Commission and Coun- 
try Bank Operations Commission have pre- 
pared jointly a text designed to aid banks 
in making sound farm mortgage loans. 
‘“‘Commercial banks make more farm mort- 
gages than any other institutional lenders,” 
the foreword continues. “‘Having a position 
of leadership in this field, they should. use 
good techniques, follow sound procedures, 
and have each loan supported with suffi- 
cient credit information.” 


The 44-page manual shows various ap- 
praisal and inspection reports in addition 
to other illustrations emphasizing the need 
for complete and detailed information con- 
cerning farm property when arranging a 
mortgage. The test covers a mortgage 
transaction step-by-step, ending not with 
the formal contract but with a series of con- 
tacts between bank and borrower, servic- 
ing the loan until it is repaid. 


« « * 


School Savings Plans 


Renewed interest in school savings plans 
is evidenced by two Ohio institutions whose 
student savers have rapidly increased in 
number with a proportionate climb in the 
amount being set aside for the future. 

At Cleveland, where the Society for 
Savings works closely with the supervisor 
of mathematics in the public school sys- 
tem, 55,000 students have become deposi- 
tors since October, 1945, when the organi- 
zation’s program was resumed after a war 
time lapse. The two-year-old program of 
the Toledo Trust Company, which is 


* Clockwise, starting at upper left: Warren 
Garst, cashier, Home State Bank, Jefferson, 
lowa; T. H. Summers, senior extension economist 
in Farm Management, Colorado State College of 
Agriculture, Fort Collins, Colorado; R. B. Patton, 
president, American Exchange Bank, Henryetta, 
Oklahoma, and Oklahoma Bank Commissioner; 
E. T. Savidge, secretary, A. B. A. Agricultural 
Commission; A. G. Brown, A. B. A. deputy man- 
ager and director, Agricultural Commission; 
C. T. O'Neill, vice-president and trust officer, 
National Bank and Trust Company, Charlottes- 
ville, Virginia, and chairman, Agricultural Com- 
mission; G. R. Amy, A. B. A. deputy manager, 
and secretary, Country Bank Operations Commis- 
sion; Dr. V. B. Hart, professor of Farm Manage- 
ment, New York State College of Agriculture, 
Cornell University, Ithaca, New York; G. H. Steb- 
bins, president, Simsbury (Connecticut) Bank 
and Trust Company; R. W. Trefz, president, 
Beatrice (Nebraska) State Bank, and chairman, 
Country Bank Operations Commission; and 
F. R. McGeoy, Jr., president, Bank of Green- 
wood, Mississippi. 
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important as the regularity of weekly 
banking This habit. once formed, will 
~ be of immeasurable value in later life 


THE SCHOOL SAVINGS SYSTEM 
Our School Savings Plan 1s recognized 
and endorsed tors as a life- 
‘ike effort giving practical experience 
a mathematics class as well as pro- 
viding the opportunity to all pupils in 
the to oe the habit of sav- 
ing This s is designed to give 
students in ¢ wn Ea @n opportunity 
to open sa accounts and to de- 
posit cach w in school without hav- 
the formality of gong 
the members 
of the selected banking class to gain a 
certain knowledge of banking by means 
of handling money. of entering deposits in pass 
books, of balancing cash with deposit tickets and hy 
Practical experience in arithmetic and ge eer 
¢ have endeavored to make school banking a 
nearly like regular banking as possible Pass hooks 
posit tickets are practically wWentical to those 
used by the bank and the method of depositing 
follows closely the procedure of the Society for 


or at “ESsane the om sumer hey are sr 


WHO CONDUCTS THE BANKING? 
one teacher in the school is required to help 
with. —-. work As school-savings involves 
h ic class is generally select- 
ed to sendest's he banking for the entire school as 
an arithmetic project. This class uses its own room 
@s a bank although any other room vided with 
desks or tables may be used The ideal method is 
to use tables which may be moved to best accommo- 
date the bank workers and depositors or a room 
with movable desks 


TELLERS AND BOOKKEEPERS 
From the banking class. tellers and bookkeepers 
are appointed to care for the banking of the various 
rooms in the building A crew consisting of one 
teller and. one bookkeeper will conduct the banking 
for one room. They are seated together at a table 
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each student in the school with a letter of explana- 
tion to take home to parents. This Message to 
Parents’ explains the opportunity offered to their 
children and the steps necessary to follow in opening 
the accounts 


SIGNATURE CARDS 


To open an account in school the student must 


name and have complete control of the account. 
Teachers are asked not to sign pupils names on 
signature cards The pupil's own signature or his 
parents’ on this card will be used as his identification 
when he wishes to withdraw money. 


BANKING HOURS 
The -best time for banking is the 
first period in the morning before 
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ALL 
SCHOOL BANKING WHO HAVE ACCESS TO — 
THE DEPOSITORS BANK BOOKS MUST OB- 
SERVE THE RULE FOLLOWED IN ALL 
BANKS BY KEEPING CONFIDENTIAL ANY 
INFORMATION PERTAINING TO THE AC- 















































there is a chance for money to be Account Numeen Douans Cewrs 
lost. Banks may open before regular ig & Bavings 
school hours if agreeable to the 237 a a 4 /\10 
principal. 
DEPOSITING nas Arnie sh aemiaeed 
When the banking hour arrives the 
depositors from the various rooms | “AME room LOL _ 
file to the banking room and are ° AL . 
directed by the guards to their re- oA é SCHOOL 
spective tellers pee [ Mal co 
Amc e 
AMOUNT OF paged Derosr | LiLo 
An account may opened for rae Ee aa aiet 
not less than 25¢. sou rm ie vices es. m1 2D} form v3 
| any amount from 10¢ up DEPOSIT TICKET 
: rt t 
¥ f @ new account emi being opened the signature COUNTS OR TRANSACTIONS OF DEPOSI- 


money and a deposit ticket will be presented 
to the teller. Each depositor fills out his own de- 
posit ticket and new tickets are generally handed 
out each bank day for future use. They may be 
filled out with pencil 

A pass book will be made at the Society for Sav- 
ings showing the first deposit and be delivered to 


TORS. 


ACCOUNT NUMBERS 
Each school will be designated by a number which 
will precede the number of the account on the pass 
book 
EXAMPLE: If your school has been given the 
number “3” and the savings account 
number is "75°, you will write 3-75 





3-75 | 


School Abnira 


on the deposit ticket, sure to 
put the dash between the two num- 
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‘Thos cord is ngned to retdy my sererment te contorm to and abide by the by-tews, 
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bers. This will show at a glance 
which school the deposit came from 
and the account number of the de- 
positor. When an account is first 


the depositor to put on the deposit 





(Oe PRINT? 


g 
it opened there will be no number for 
H ticket for the first deposit 
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TELLER'S DUTIES 





The teller takes the money, de- 
posit ticket and book from the de- 
positor, compares the cash with the 
amount shown on the deposit ticket, 
compares name and number, enters 
deposit in book with ink carrying 











out the new balance which is also 





SIGNATURE CARD 


the depositor in time for the next week's banking 
On subsequent banking days the pass book must 


entered in the space provided at the 
bottom of the deposit ticket. This 
latter entry is for the bank's informa- 
tion to compare the book balance with the bank's 


vings 
The Society for Savings provides all the forms and 
materials necessary to carry on the banking opera- 


possible 





fill owt a signature card completely, using ink if 
If too young to write, one. parent must 
sign the card, although the account will still be 
carried in the childs name only 


ticket and money 


Under the Ohio on bank day 





be presented to the teller together with a deposit 
All pass book entries must be 
made with ink . Books will be kept at home except 


ledger record. If an error is made on a book entry 
do not erase. but draw a line through the error and 
make a new entry. The teller now hands the book 
back to the depositor, the deposit ticket to the book- 
keeper and puts money in his cash box, 


Detailed instructions encourage thorough knowledge of school banking procedure 


devoted exclusively to the saving of U. S. 
Savings Stamps and Bonds, has met with 
marked success among the city’s 55 grade 
and high schools. 

. 


The Cleveland program, inaugurated in 
1925, has enabled more than 200,000 school 
children to adopt an accepted method of 
saving. Today 73 per cent of the pupils in 
the co-operating schools are depositors, 
with an average balance of $24 per account. 
There are 120 schools participating in the 
program. 

Elaborate promotional material for the 
information of all concerned is indicative 
of the value placed upon school savings 
by the Society. Under the plan children 
of the schools’ arithmetic classes conduct 
the actual banking, serving as tellers, book- 
keepers, auditors and guards (messengers). 
An instruction sheet outlining these duties 
is partially illustrated above. 

To give students a feeling of “‘belonging” 
to the Society a separate School Savings 
department was recently included in the 
organization’s remodeling program. The 
floor of this department is raised four inches 
so that the children face the teller at nearly 
eye level. Lobby desks are graded in 
height, appropriate murals are on the walls, 
and a school-height drinking fountain is 
near-by. 

Large groups of students are frequently 
brought to the main office in chartered 
busses for tours of the institution. Since 
all banking is conducted at the schools 
except withdrawals many of the partici- 
pants would not otherwise get the oppor- 
tunity to visit the bank. 

All supplies necessary for the operation 
of the banking program are furnished by 
the Society. Printed instructions for bank- 
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ing class workers, a four-page “‘Message to 
Parents” folder, a four-page newspaper 
entitled the “School Saver,” and a detailed 
eight-page brochure outlining the entire 
program have been distributed by the 
Society in support of the plan. 

Copies of the larger brochure entitled 
“Society for Savings, School Savings Sys- 
tem” (illustrated above) are available 
upon request to D. James Pritchard, vice- 
president of the society. The Society’s 
address is 127 Public Square, Cleveland 14. 

A 30-minute sound movie entitled 
““A Passbook to Better Living” in which 
the school children were the actors, has 
been shown in most of the participating 
schools as well as in other cities. 

+ 


In 1947 Toledo school children bought 
almost $25,000 worth of U. S. Saving 


Puppets promote thrift 











Stamps and Bonds under the Toledo Trust 
Company’s co-operative plan with the 
Board of Education. In 1948 that figure 
doubled to approximately $50,000. 

Under this plan the Trust Company 
and the Board of Education share the cost 
of a Stamp saleswoman who visits each of 
the city’s 55 schools every week. On the 
day before “Stamp Day” at each school 
teachers distribute envelopes to the chil- 
dren who signify their intention of buying 
Stamps the next day. Students bring 
their money and stamp orders back to 
school in these envelopes, and when the 
Stamp saleswoman arrives certain students 
from each class are selected to assist her 
in allocating the Stamps to the students 
making purchases. 

This program, while not as elaborate as 
the Cleveland plan, effects a close tie 
between the school and banking systems, 
fosters a spirit of thrift among the stu- 
dents, and offers several good will advan- 
tages to the bank involved. 


S 


To foster its school savings program a 
sound-and-color motion picture entitled 
“Broken Strings’ has been released for 
free distribution among member banks of 
the Savings Banks Association of the State 
of New York. Featuring three marionettes 
called Buttons, Snaps and Zips, and star- 
ring Mr. Wise Old Owl, the film also shows 
some real-life banking operations. 

The twenty-minute film will be shown 
to over one million school children in 1949, 
according to Charles E. Gillespie, chairman 
of the School Savings Forum of the associ- 
ation. ‘““These children have over $15 
million on deposit in the savings banks of 
the States. Over 1,300 schools take part 
in this thrift program,” he added. 


Burroughs Clearing House 




















TEMPORARY LOCATION 


MAINVILLE NATIONAL BANK 











What price would you have to pay 


for “business as usual?” 


Think of the steps you’d have to take 
to stay open for business, in case of 
emergency. And what it would cost you! 

A fire, explosion, windstorm, riot, or 
falling airplane could close your regu- 
lar offices . . . and force you to set up in 
temporary quarters, hire more people, 
pay overtime, take on extra costs of 
mailing and transportation and rental 
of equipment. Such abnormal expenses 
would increase the cost of carrying on! 

Insurance on your building or con- 
tents pays for damage to the 
property—EXTRA EXPENSE in- 
surance pays the necessary 


extra cost of maintaining 





“HARTFORD 





_ HARTFORD FIRE INSURANCE COMPANY 
HARTFORD ACCIDENT AND INDEMNITY COMPANY 
HARTFORD LIVE STOCK INSURANCE COMPANY 
Hartford 15, Connecticut 


Year in and year out you'll do well with the Hartford 





operations after business property is 
damaged by any hazard insured against 
in the policy. It was designed specially 
for banks and other businesses which 
must stay open regardless of trouble 
and expense. Your EXTRA EXPENSE 
insurance should protect you against 
the same perils as your property dam- 
age insurance. 

To help you find out how much of 
this insurance you need, the Hartford 
offers an EXTRA EXPENSE INSURANCE 
WORK SHEET. Mail the coupon 
below for a free copy. Then fill it 
out and consult your local Hart- 


ford agent or insurance broker. 


HARTFORD FIRE INSURANCE COMPANY 
Hartford 15, Conn. 


Please send copy of Hartford's ‘’Extra Expense Work Sheet.”’ 


NAME 





FIRM NAME. 





ADDRESS. 





CITY. STATE 
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FACTORIES 


are growing in 
.. AUSTRALIA.. 


The Bank of New South 
Wales booklet — “Invest- 
ment Opportunities in 
Australia” — deals with 
both the establishment of 
factories and the purchase 
of securities. Obtain a 
free copy from your bank 
or direct from— 


BANK OF 
NEW SOUTH WALES 


British & Foreign Department 
Sydney, Australia 




















Lobby of the new City Bank, Detroit, Michigan 


Detroit’s City Bank Opens 


The first new bank to be established in 
Detroit in ten years was opened to the 
public last month. City Bank, with 
Joseph F. Verhelle as president, occupies 
extensively remodeled quarters in the 
Penobscot building, the city’s tallest office 
structure. Pictured is a view of the bank’s 
second-floor lobby, showing the stairway 
(center foreground) leading to the street 
level. An elaborate mural on the rear wall 
depicts the map of Michigan and the 
state’s principal industries and _ sports 
activities. 

















Now there’s a heading that’s in- 
triguing, if we do say so ourselves. 
It is directed to men who operate 
small banks — those having less 
than one thousand accounts, 


Well, here’s something you can do 
with $6.80... not by spending it 
but by investing it. You can arbi- 
trarily pick out six names from 
your group of customers who now 
use conventional end stub pocket 
checks. You can then order from us 
two hundred Personalized Checks 
for each (the six orders will cost 
you $6.60 plus 20 cents postage). 
Then, as these six people drop into 
the bank, you can tell them what 





WHAT CAN YOU DO WITH $6.80? 


















you have done and ask them how 
they would like to buy the checks 
for $1.35. 


Suppose they all refuse. Then you 
are out $6.80...and our face will 
be very red. But suppose they all 
buy...then you take the $6.80 and 
repeat the operation. And after 
you've done it five or six times 
you'll have enough surplus to buy 
twelve orders at a time. First thing 
you know all your customers will 
be using Personalized Checks and 
your check expense will move over 
to the income side. 


Too slow tor you? Well perhaps. 
But just for fun, why not try it? 
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Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





Vice-president and secretary of the new 
bank’s board of directors is John H. 
French, Jr. Other vice-presidents are 
Melvin G. Fiegel, James M. French, Oscar 
A. Kaufman and Laurence P. Smith. 
Charles D. White is cashier. 


. Sf ¢ 


Television as an Inter- 
office Communication Aid 


That the field of electronics may some 
day greatly influence banking and commer- 
cial accounting practices is heralded by an 
announcement from London, England, 
that television is being used to conserve 
office space by an anonymous English 
bank. 

The first move has been made in an 
experimental way by this bank as an out- 
growth of wartime conditions which 
promoted the storage of business records 
of all kinds in country locations many 
miles from the London bombing target. 
Now, with London office accommodations 
very expensive, many institutions endeavor 
to retain their records in the less expensive 
locations yet are seeking some way to 
make them easily accessible. 

By using television it is expected that a 
bank manager in London need only press 
a button to contact the bank’s storage 
center in the country, and, upon making 
contact, simply request, “I would like to 
see the account of the Blank Company for 
February.” A clerk would get the records 
from the files, hold them in front of the 
electronic camera and they would appear 
on a Screen in the London office. By using 
high-frequency micro-waves there will be 
no interference or observance by outsiders. 

The present experiment, however costly, 
is an attempt to counteract the current 
average cost of London office space, esti- 
mated at $4 per square foot per year. 
Satisfactory storage space outside the city 
can be obtained for a tenth of this cost, 
it is reported. 

7 * . 


Successful Campaign 


Newspaper ads, lobby cards, car cards, 
month-end statement stuffers, counter 
cards, telephone calls, bulletin board pro- 
motion and almost $6,000 in bonuses was 
the price of a successful personalized check 


Burroughs Clearing House 








HERE IS THE Financial Statement of the 
Metropolitan Life Insurance Company for 
last year. It is more than just figures, be- 
cause back of them is the story of what 
32,700,000 policyholders have done for their 
families and themselves. 


The role of Metropolitan, like that of any 
Life insurance company, has been to help 
policyholders to make effective their indi- 
vidual plans for protection against the un- 
certainties of life. This Statement is a brief 
account of its stewardship. 


The amount paid to policyholders and 


beneficiaries in 1948 was $721,366,364. Of _ 


this sum, $263,780,754 went to the bene- 
ficiaries of 235,000 policyholders; $147,- 
045,672 to some 450,000 individuals for 
Matured Endowments and Annuities; and 
$59,403,238 for 650,000 claims for Disability 
and Accident & Health benefits. In addition, 
the total paid included sums for cash sur- 
render values, dividends, and other pay- 
ments due under outstanding policies. 


The total payments by Metropolitan to 


policyholders and beneficiaries during the - 


Metropolitan Reports to Policyholders on 1948 Business 


last 16 years aggregated $9,346,330,825—a 
sum which has served as a stabilizing influ- 
ence in homes and communities throughout 
the country. This total exceeds the Com- 
pany’s assets of $9,125,145,007 as of De- 
cember 31, 1948. 


These assets are held to meet obligations 
of $8,591,210,201, of which more than 90% 
represents statutory reserves for future pay- 
ments to policyholders and beneficiaries. 
Over and above these obligations, there 
remained a surplus of $533,934,806, which 
is about 6% of obligations—a backlog 
which must be available against the pos- 
sibility of epidemics, adverse economic con- 
ditions or other unforeseeable situations. 


The Company’s assets guarantee the ful- 
fillment of the $39,958,517,854 of Metro- 
politan life insurance in force. In addition, 
they assure the payment of the 448,394 
annuity and supplementary contracts out- 
standing, and the 6,546,412 policies or cer- 
tificates providing benefits in event of either 
accident, sickness, hospitalization, surgical 
or medical expense. 


‘dividends payable to Metropolitan 


A few other highlights of the Company's 
1948 annual statement are: the net rate of 
interest earned on total assets reversed the 
trend of many years and increased from 
2.94% in 1947 to 3.03%; in line with the 
experience of business generally, there were 
some increases in expenses; the rate of mor- 
tality was slightly lower than in 1947; the 
lapse rate was one of the best on record; and 
new life insurance issued during the year 
was $2,904,157,071. The amount held for 
policy- 
holders in 1949 totals $152,067,254. 


Metropolitan investments continued in 
1948 to serve various sections of the nation 
and its economy. The Company is interested 
in making loans, irrespective of size, to 
either individuals or corporations, which 
meet the legal requirements with which it 
must comply. 


A more complete review of the Com- 
pany’s affairs will be found in its Annual 
Report to Policyholders, which will be sent 
to anyone on request. 





Statutory Policy Reserves . 


Reserved for Dividends to Policyholders 


This amount, determined in accordance with legal require- 
ments, together with future premiums and reserve interest, 
is necessary to assure payment of all future policy benefits. 

Policy Proceeds and Dividends Left with Company. 

Policy proceeds from death claims, matured endowments, 
and other payments, and dividends—left with Company by 
beneficiaries and policyholders to bereturned in future years, 


STATEMENT OF OBLIGATIONS AND ASSETS...DECEMBER 31, 1948 


(In accordance with the Annual Statement filed with the Insurance Department of the State of New York) 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


. $7,800,699,727.00 
U. S. Government 


Other Bonds 
485,882,414.00 


Railroad . 
Public Utility. 


152,067,254.00 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 
National Government Securities. 


Canadian Government . 


Provincial and Municipal 


Industrial and Miscellaneous 


. « $3,389,262,335.35 
$3, 133, ‘829, 569. 00 
255,432,766.35 


a ea ee 3,562,208,170.57 
$ 69,755,510.23 
- 501,930,398.52 
. 1,152,792,757.79 
. 1,722,176,660.28 


Set aside for payment in 1949 to those policyholders eligible 
to receive them. 

Policy Claims Currently Outstanding . ; 

Claims in process of settlement, and estimated claims that 
have occurred but have not yet been reported. 

Other Policy Obligations 

Premiums received in advance, reserves for ‘mortality ‘and 
morbidity fluctuations, reserve for continuing the program 
of equalization dividends on weekly premium policies, etc. 


35,428,842.47 


55,327,132.80 


Bonds of the Company’s meet: Devel- 
opment Corporations. ° 


Stocks . 
All but $4, 095, 050. 58 are 2 Preferred or ‘Guaranteed. 


Mortgage Loans on Real Estate . 
Mortgage Loans on City Properties 
Mortgage Loans on Farms 

Loans on Policies . 

Made to policyholders on the security ‘of their policies. 


115,552,843.75 


$1,045,046,270.06 
93.889, 538.34 


112,252,333.58 


1,138,935,808.40 


364,630,189:90 


Taxes Accrued . , 18,835,395.00 Real Estate (after decrease by ascaabar 2 of $25,000,000 

Including estimated amount ‘of taxes payable i in 1949 on the in the aggregate) . ° 209,417,578.58 
business of 1948. Housing projects and other real estate 

Contingency Reserve for Mortgage Loans. 21,000,000.00 acquired for investment . $. 153,465,256.62 

All Other Obligations 21,969,435.99 Properties for Company use 34,716,517.77 











Acquired in satisfaction of mortgage in- 
debtedness (of which $11,709,287.72 is 
under contract of sale) «4 et 


Cash and Bank Deposits . . ae 
Premiums, Deferred and in Course of Collection 
Accrued Interest, Rents, etc. . 

TOTAL ASSETS TO MEET OBLIGATIONS 


TOTAL OBLIGATIONS 38, 591,210,201.26 


46,235,804.19 
SURPLUS FUNDS 


- $ 80,013,000.00 
453,921,805.89 


151,886,801.05 
131,311,715.47 
65,240,074.25 

. $9,125,145,007.15 


Special Surplus Funds . . 
Unassigned Funds (Surplus) . 


TOTAL SURPLUS FUNDS 


° 533,934,805.89 
TOTAL OBLIGATIONS AND SURPLUS FUNDS 


. $9,125,145,007.15 ; 
NOTE —Assets amounting to $438,451,141.96 are depositediwith various public officials under requiréments of law or regulatory 


authority. In the Annual Statement filed with the Massachusetts Department of Banking and Insurance, Statutory Policy 
Reserves are $7,800,819,811.00, and All Other Obligations are $21,849,351.99. 























r METROPOLITAN LIFE INSURANCE CO. 1 
| 1 Madison Avenue, New-York 10, N. Y. Rica 
l Gentlemen: l 
° e | Please send me a copy of your Annual Report to Policyholders for ' 
Metropolitan Life | 1948. 
1 NAME ! 
Insurance Company —_ : 
(A MUTUAL COMPANY) | CITY STATE. I 
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Biggest Magazine-Newspaper Campaign Ever Launched 


for American Express Travelers Cheques 


Reaches 40,000,000 Circulation 


An intensive campaign to attract mil- 
lions of new buyers of American Express 
Travelers Cheques is blanketing the coun- 
try. Month after month, eye-catching ad- 
vertisements in national magazines and in 
metropolitan newspapers in every large 
city are urging people everywhere to 
carry American Express Travelers Cheques 
whenever they travel—thus creating new 
customers for your bank. 






















Nation-wide Coverage — American Ex- 
press Travelers Cheque advertisements 
appear consistently in Life, Collier's, The 
Saturday Evening Post, with seasonal high 
spots in Holiday, Time, and National 
Geographic. They also appear in 101 Sun- 
day newspapers in 92 cities. This strong 
combination reaches families in every 
market from coast to coast. 


Hard-selling Ads—These American Ex- 
press Travelers Cheque quarter-page ad- 
vertisements are illustrated by such noted 
cartoonists as Ted Key, Whitney Darrow 
Jr., and Helen Hokinson. High readership 
is assured, because more men and women 
read comic cartoons than any other reg- 
ular feature. 


Full-page, Full-color—Supplementary 
full-page advertisements will highlight 
the campaign in April and June. These 
advertisements, to appear in Life, Collier's 
and The Saturday Evening Post, will use 
full-color human interest paintings by 
famous Saturday Evening Post cover art- 
ists George Hughes and Steven Dohanos. 


Throughout the year, appealing car- 
toon advertisements like these in varying 
sizes are promoting your sales of Amer- 
ican Express Travelers Cheques in Life, 
Collier's, The Saturday Evening Post, 
and 101 Sunday newspapers. 
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A Complete Brochure should 
reach your bank in April. It 
contains a wide selection of 
promotion pieces. If, for any © 
reason, you do not receive your 
brochure, write to: 

W. H. Stetser, Vice President, 
American Express, 

65 Broadway, 

New York 6, N. Y. 





































Promotion Aids Now Available to Help 


You Serve Regular Customers and Win New Ones 


A complete portfolio of available promotion pieces is being mailed to 
every one of our bank agents. The pieces are designed to tie in closely 
with the national advertising for American Express Travelers Cheques 
... using the same appealing cartoons and full-color paintings. Some 
of these sales aids include: 


Posters by George Hughes and Steven Dohanos 
Attractive statement enclesures 

Blotters for bank counters and writing tables 
Placards and display suggestions 

Mats for local newspaper advertising 

Radio commercials for local stations 


With our consistent and intensive national campaign, we are confident 
you can look forward to a real increase in new customer demand for 
American Express Travelers Cheques. We have tried to design in- 
tegrated, local aids that will help you obtain a good share of increased 
American Express Travelers Cheque business. We trust you will like 
them and will feel free to order all you can use. 
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OFFICES IN PRINCIPAL CITIES OF THE 


GUARANTEES PAYMENT OF ACCOUNTS 
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Your Customers 


Insurance Programs 


designed to Protect 


and Conserve Assets 


Are Not 
Complete 


unless they 


include ~~ 





USINESSMEN who protect their assets with fire, burglary, fidelity 
and other insurance should complete their program of protection 
by insuring their Accounts Receivable. 


Protecting this valuable asset against dangerous credit losses is important 
at all times . . . but even more important now . . . with the slowing down 
in customer payments. 


An increasing number of banks are advising their customers to carry 
American Credit Insurance which GUARANTEES PAYMENT OF 
ACCOUNTS RECEIVABLE . . . some insist on this added protection 
before granting commercial loans. The bank may now be included as a 
named assured without charge. 


For information about American Credit Insurance, phone our office in 
your city or write American Credit Indemnity Company of New York, 
Dept. 49, First National Bank Building, Baltimore 2, Md. 


UNITED STATES AND CANADA PRESIDENT 


AMERICAN 
CREDIT INDEMNITY 


COMPANY 
2 oF New York 
Est. 188) 








RECEIVABLE 











campaign conducted this past winter by 
the 39 banking offices of the First Security 
System in Idaho, Utah and Wyoming. 

The campaign produced 11,264 per- 
sonalized checking accounts, and to Willard 
L. Eccles, senior vice-president and adver- 
tising director, “the program has proven 
successful beyond all expectations.” Statis- 
tics compiled during the campaign show 
that the number of personalized checking 
account users had doubled at the end of the 
campaign. 

The organization’s 800 officers and em- 
ployees were called upon December 1 to 
begin the campaign, which lasted 60 days. 
Weekly bulletins showing the standing of 
each office promoted keen rivalry among all 
participants. A 50-cent bonus was awarded 
for each personalized checking account sold 
by an individual, and a $10 prize was given 
the leading contender each week. 
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Microfilm File 


Keeping pace with an increased use of 
microfilm facilities in banking institutions; 
the Yawman and 
Erbe Manufactur- 
ing Company, 
Rochester, New 
York, has devel- 
oped an improved 
microfilm file cabi- 
net that features 
a Humidiguide 
gauge which regis- 
ters the relative 
humidity within 
the cabinet at all 
times. 

A porous hu- 
midifying brick, 
requiring wetting 
down only occa- 
sionally, is con- 
tained in the low- 
est of nine roller 
suspension draw- 
ers. On the advice of microfilm manufac- 
turers the close-fitting drawer fronts of this 
new file are not sealed in any way, thereby 
preventing the moisture-laden air within 
the file from becoming stagnant. 

Pictured is cabinet number 8936R. A 
full description of the product may be 
obtained from the company’s sales promo- 
tion and advertising department. 

















Microfilm file 
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Joint Promotion 


Two years ago the savings banks of New 
York State adopted an owl caricature as 
their spokesman, and Mr. Wise Old Owl 
soon made famous such slogans as “‘Saving 
makes the difference between wishing and 
having.” A few weeks ago, through the 
medium of the latest Walt Disney movie, 
“So Dear To My Heart,” another owl was 
flashed on the screens of the nation’s 
theaters, advocating a savings program and 
preaching “It’s what you do with what 
you got.” 

Possibilities for joint promotion of both 
the movie and savings banking were every- 
where, Disney and New York savings 
bankers agreed, and a unique campaign was 
immediately begun. 

Individual banks, displaying counter 
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Bank counter card 









cards showing the Disney owl and the bank 
group’s version (see illustration), worked 
with local theaters by exhibiting stills of 
the film in bank windows and lobbies. The 








Savings Banks Association of the State of : — aS SS 
New York sponsored large newspaper ads CSS EZ : A 


in conjunction with the campaign through- : ; S ES Ss. 
out the state, and radio commercials using WN : 
dialogue from the film were sent over the 
air prior to and during the New York City 
premiere of the film. 
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BALANCED SERVICE 
Mn California 


ne account with Bank of America 

in Los Angeles or San Francisco 

makes this bank’s direct routing and per- 
sonalized friendly service available to you 
in more than 300 communities. Address 
your inquiries to Bank of America, 300 
Montgomery Street, San Francisco 20; or 
660 South Spring Street, Los Angeles 54. 
Foreign branches in London, Manila, 
Tokyo, Kobe, Yokohama, Shanghai. New 
York Representative: 44 Wall Street. 
Correspondents throughout the world. 


Bank of America 


NATIONAL 2RUSTA82 ASSOCIATION 


California’s Statewide Bank 


Sidewalk Facilities 


A boon to commercial customers espe- 
cially are the two new sidewalk tellers’ units 
and night depository at the Rock Island 
(Illinois) Bank and Trust Company. The 
installation, shown below, is recessed into 
the building proper and covered by a large 
canopy to protect customers from direct 
exposure to the weather. 

The tellers’ units, which are open from 
9 a. m. to 2 p. m. daily, and until 12:30 
p. m. on Saturdays, are supplemented by a 
night depository situated between the two 
windows. The depository is floodlighted 
at night. Note the large bulk deposit door 
being used at the left window in the illus- 
tration. 
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The Bold Look 


Bank exterior styles, much like clothing 
fashions, change radically over a period of 



















Pedestrian accommodations 















Bank of America Travelers Cheques are known 
the world over. Sell them to your customers, some 
of whom may be coming to California during this 
Gold Rush Centennial year. 
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American National Bank, Nashville, Tenn. 














Banco Gonzalez Hermanos, Cuba 








American Bank & Trust, Baton Rouge, La. 


Impressive facades among current smaller bank buildings 


years. Currently, in large and small bank 
alike, there is a trend to simple, severe 
lines with little more than the name of the 
institution emblazoned prominently above 
the entrance in the way of embellishment. 
The three banks pictured above are typical 
of the trend. 

At the left, above, is an architect’s 
sketch of the new Centennial Park branch 
of The American National Bank, Nashville, 
Tennessee. Faced with buff, textured 
brick and stone trim, the building entrance 
and windows are trimmed with stain 
finished aluminum. The bank name 
appears in stainless steel letters with neon 
illumination of the name on the main 
entrance side. Walnut fixtures, moss green 
walls, terrazzo and marble flooring and 


acoustical ceiling tile are interior features. 

The central illustration shows the im- 
pressive facade of Banco Gonzalez Her- 
manos, Artemisa, Cuba. The bank name, 
boldly carved above the entrance, .is the 
only deviation from severe lines. Tall, 
louvered windows rise from interior waist 
level to the ceiling, and a simple marquee 
surmounts the doorway. 

At the right is the new home of the 
American Bank & Trust Company, Baton 
Rouge, Louisiana—a two-year-old, $17 
million institution. The limestone and 
brick structure has a_ bas-relief mural 
representing Baton Rouge industry above 
the entrance as a single, outstanding 
decoration. The building, which has nine 
tellers’ compartments, officers’ section, 
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correspondents? 


Our knowledge of how to help them has 
been building up since 1850. But now we 
offer an “extra measure” of service through 
our affiliation with Marine Midland banking 


offices in 47 New York State Communities. 


Member Federal Deposit Insurance 
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MARINE TRUST COMPANY 


Buffalo's Oldest and Largest Commercial Bank 
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customer lounge, and the vault on the 
first floor, has work rooms, directors’ room 
and a lunchroom on the second floor. A 
parking lot to accommodate 500 auto- 
mobiles has also been provided for cus- 
tomer convenience by the bank. 
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Happy Anniversary 


Last month the Chemical Bank & Trust 
Company, New York; The Detroit (Michi- 
gan) Bank; the Syracuse (New York) 
Savings Bank; and several smaller institu- 
tions marked important anniversaries. 

The Chemical Bank—once nicknamed 
“Old Bullion” when it was the only bank 
on record to pay out gold continuously dur- 
ing the height of the Panic of 1857—is 125 
years old. Started in 1824 when an amend- 
ment to the charter of the New York 
Chemical Manufacturing Company per- 
mitted the company to do a general bank- 
ing business, the bank procured a full bank- 
ing charter in 1844 and the chemical busi- 
ness was liquidated. Since its nationaliza- 
tion in 1865, the bank has grown until 
today it ranks ninth among the country’s 
financial institutions with total resources of 
over $1% billion. 

The Detroit Bank, whose president, 
Joseph M. Dodge, is currently in Japan as 
a United States minister, marked its 100th 
anniversary with an “open house” for em- 
ployees of its main office and 32 branches 


Youngsters and ‘‘the Chief” 
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CHRISTMAS 


28 YEARS AGO 


A PIONEER 
IN THE 


CHRISTMAS CLUB FIELD 


ROOSEVELT SAVINGS BANK 


Brooklyn, N.Y. 


CLUB 




























PIONEERS 





Back in 1921, when Roosevelt Savings Bank first 
started a Christmas Club, the assets of the bank 
were approximately $15,500,000. As of Janu- 
ary Ist, 1949, the total assets of this progressive 
institution exceeded $ | 32,000,000 and from 1921 
to date, this bank has paid to more than 450,500 
Christmas Club members over $20,900,000. 


It takes sound administration and planning to 
achieve such an enviable record, but like so many 
other financial institutions, Roosevelt Savings Bank 
| gives Christmas Club credit for its share in this prog- 

ress. According to the management: “Christmas Club 
is one of the best methods of consistent savings that ee ae 
can be used by any progressive banking institution.” oer anon Y. ragte 


Men of financial vision are quick to see that Christmas Club is not only a vast 
| training school for thrift, but that it is also a powerful builder of new business 
for banks and institutions. For when Christmas Club members come to your 
institution week after week to make deposits, they think of it as their financial 
headquarters and become prospects for the many other services you offer— 
Banks that have Christmas Club are Banks that grow. 


Christmas Club 2) 
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341 MADISON AVENUE, NEW YORK 17, N. Y. ALE PEN, 
| 2 SPONSORED BY THE INCORPORATE > 
ORGANIZATION CHRISTMAS CLUB 
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BUILDS SAVINGS -+- BUILDS CHARACTER + BUILDS BUSINESS FOR BANKS 
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. 2. Will Step-Up Profits for You! 


The 3 to 4 plow Model U provides economical 
power for drawbar, power lift, belt pulley and, 
power take-off applications. Variable speed 
overnor, five forward speeds, swinging-type 
whbar, and adjustable rear tread economi- 
cally adapt the U for any farm task. 

Drop-forged steel crankshaft and connect- 
ing rods operate on precision-type bearings. 
Gears, shafts, and bearings operate in oil bath; 
extra large capacity oiling system provides 
positive lubrication and seals out dirt. 

Model U’s special steering mechanism offers 
easy handling, quick turning and lining-up at 
row ends. Hand operated over-center clutch 

rovides easier, safer implement hitching and 
Belt work. MM Quick-On—Quick-Off Tools 
are easily and simply attached to the MM 
Model U. 


- s 


OPTIONAL UNI-MATIC POWER — New 
hydraulic control mechanism raises or lowers 
farm implements automatically, permits pre- 
selection or changing tool depth or height of 
cut. Tested safety features for both operator 
and machines free operator’s hands and feet 
for greater safety. Operation is controlled by 
easy-to-reach, simple-to-use, finger-tip lever. 
Uni-Matic Power reduces fatigue, labor, and 
drudgery. See Your Neighborly Neighborhood 
MM Dealer For Complete Facts. 


UNI-MATIC POWER 


Gets More Work Done Every Hour 


MINNEAPOLIS - MOLINE 


Standard U and MM Drill Plant 
Uniform Seed Bed Faster 


MINNEAPOLIS 1, MINNESOTA 








and arrangements for receiving the public. 
The symbol of the bank is an Indian, known 
as the trade-mark of the “oldest bank in 
Michigan.” To keep this symbol before 
the public Chief Blue Cloud, a nephew of 
Sitting Bull, is appearing at each bank 
office for a one-week period during 1949 to 
greet the banks’ customers. The bank 
produced a special edition of ““The Teller,” 
bank house organ, which contained an 
interesting history of the bank and the 
city of Detroit since 1849. 

The spry gent in the accompanying illus- 
tration has been seen of late in Syracuse 
(New York) Savings Bank advertisements, 
heralding the 100th anniversary of the 
bank. “We feel far from venerable,” reads 
the copy in another ad in the series, and 





Ct 





“Strike him out, 


Every year about this time, when 
spring—and baseball—are in the 
air, we get a kick out of youngsters 
all over Syracuse in “spring train- 
ing” for the sand-lot season ahead. 


As the oldest bank in Syracuse — 
we'll be 100 years old later this 
month—we've noticed that the best 
way to learn to play baseball, or 
any other good game, is to start 
young. Take saving money, for 
instance. In our experience, the 
boy or girl who starts to build a 
Savings account early in life 
usually becomes a lifelong savings 


fan —and a mighty good citizen, 
That's why we believe in and sup- 
port School Savings. To the hun- 
dreds of children who are opening 
School Savings Accounts, we say it's 
a kind of “spring training” for a 
happier life ahead 

Maybe we can’t steal second base 
as easily as we-used to, but we don't 
know of a berter way of staying 


young than to work with and for 


the boys and girls of Syracuse. And 
incidentally, having a savings ac- 
count isn’t such a bad idea for some 


of us older fellows, too. 
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SYRACUSE SAVINGS BANK 
SYRACUSE 1, N.Y.” 
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**Un-venerable’’ advertisement 


this statement seems to typify the bank’s 
attitude throughout all of its anniversary 
promotion. 

Abandoning pictures of bewhiskered 
trustees and ancient founders in favor of 
this youthful copy approach, the bank seeks 
to convey an impression of up-to-dateness 
and has several good selling points to offer 
its patrons and friends. 

Two branches of the Corn Exchange 
Bank Trust Company, New York City, 
observed their 50th anniversary last 
month. The Astor Place branch and the 
Hudson River branch were both added to 
the Corn Exchange offices in 1899. 

Smaller institutions marking important 
anniversaries currently include the Wood & 
Huston Bank, Marshall, Missouri, and the 
State Bank of Girard, Illinois, 75 years; 
First National Bank, Mishawaka, Indiana, 
and Citizens State Bank, El Dorado, 
Kansas, 50 years; and First National 
Bank, Hollywood, Florida, 25 years. The 
latter bank used a personalized copy 
approach in its advertising, picturing every 
employee in a two-page spread in the local 
paper. 

From England comes word of the 100th 
birthday of the Leeds Permanent Building 
Society, which was befittingly commemo- 
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rated with an elaborate historical book, 
including many pen sketches of local build- 
ings throughout the past century, as well 
as numerous photographs of the present 
quarters of the institution. 
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Postage Service 


Many banks are turning to the use of 
postage stamp dispensing machines in their 
lobbies, as a convenient service which 
meets customer requests and yet does not 
interrupt the handling of regular banking 
transactions. 

Moreover, banks are said to be realizing 
a modest profit on the dispensing equip- 
ment involved. According to Schermack 
Products Corporation, Detroit 2, Michi- 
gan, makers of such machines, bank records 
show that on the average 500 to 1,500 
people will use the stamp facilities monthly. 
Such a volume would bring a profit of 
from $60 to $180 annually. 

Approximately 100 banks throughout 
the country, many with large branch 
organizations, are now said to be using the 
postal service station units. 
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Bank “Price List°° 


Because banks often speak of themselves 
as “department stores of finance,” The 
Union & New Haven (Connecticut) Trust 
Company has published a “price list” con- 
taining as many set prices of services as 
possible and explaining in detail elementary 
methods of determining other service 
charges. Published in a recent monthly 
issue of the company’s “Journal,” the price 
listing reached all of the institution’s 
checking customers and many of its 
prospects. 

Set-price items like safe deposit box 
rentals, charges for letters of credit, foreign 
remittances, domestic money transfers and 
collections are listed first. The method of 
analysis on checking accounts follows, as 
well as a breakdown of savings account 
assessments. All types of loans and various 
trust activities are listed under the title 
“Negotiation Involved,” with a brief 
explanation indicating the need for a com- 
plete analysis of each case to determine 
interest rates or fees. 

The company points out that some banks 
list as many as a hundred different services 
which could be performed for customers, 
and emphasizes the need for a better 
understanding of this fact on the part of 
the customer. The “price list,” retained 
by a customer, would keep him well posted 
on the services available and the exact or 
approximate cost of most of them. 
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Farm Credit Program 


How the wise use of land and capital can 
help keep U. S. production and income high 
has been outlined in the form of a soil con- 
servation and farm improvement credit 
program by Chester C. Davis, president, 
Federal Reserve Bank, St. Louis, Missouri. 
Mr. Davis explained his program in a re- 
cent address before the Illinois Bankers 
Conference at the University of Illinois. 

“The challenge confronting us is to de- 
velop techniques that will fit the needs and 
the repayment potentialities of the land 
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New Industrial Horizons are 
opening up in Canada. New skills 
and factories, developed in war, 
have been put to diversified 
peacetime production. Untapped 
resources are being explored. New 
communities are being born. 
Serres ‘coutuiies A New markets, sources of supply, 
eine w aaataae new opportunities in many fields of 
: business, are being created. Facts 
about Canada are readily available 
to United States banks and firms 
through the Royal Bank. Over 630 
branches from coast to coast, and 
in Newfoundland, to serve you. 
Enquiries invited. 


| OF. MOL) 63 De 
QUEBEC: 
Rivermen on Log Booms 


OF CANADA 


HEAD OFFICE — MONTREAL 
New York Agency, 68 William St., N. Y. 5 ~S 


International banking through more than 700 ANY 
branches in Canada, the West Indies, Central and 
South America; New York, London and Paris. Corre- 
spondents the world over. 


Assets exceed $2,000,000,000 
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and that will justify the investment,” said 
Mr. Davis. in urging long-term credit for 
farmers, adjusted to meet the current need 
for improving soil productivity. Three 
principal considerations of this credit 
policy are: 

1. Land appraisal must be adjusted to 
recognize the increased real value that is 
added by proper soil conservation and im- 
provement practices. 

2. Disbursement schedules on farm 
mortgage loans must be changed from the 
conventional practice of one lump sum dis- 
bursement for each mortgage loan, to a 
flexible disbursement program under which 
funds can be advanced to the borrowing 
farmer over a period of years for conserva- 
tion and improvement costs in addition to 
the initial disbursement for purchase of the 
land. 

3. The repayment program must be 
more nearly geared to the income pattern 
of the particular farm that is financed. 

Studies of specific farms before and after 
soil conservation programs had been uti- 
lized showed an average increase in pro- 
ductivity of 134 per cent, a report of the 
bank revealed. ‘“‘We are convinced that 
capital is invested safely when it enables 
an operator to use his land fully and wisely 
in producing what it is best fitted to grow 
while conserving and upbuilding its soil,” 
Mr. Davis commented. 
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Cycle Statement Plan 


To eliminate a major peak-load problem 
resulting from the preparation of commer- 
cial account statements at the end of each 
month, the Commerce National Bank, 
Toledo, Ohio, has inaugurated a plan by 
which two-thirds of all commercial ac- 
count statements are prepared and mailed 
between the third and 18th of each month. 

According to president Milton Knight 
this “‘cycle statement plan’’ has eliminated 
90 per cent of overtime work formerly at- 
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Bank of America tent set-up, showing portable displays 


tached to this phase of bank operations 
since its inception the first of the year. Of 
approximately 5,500 commercial accounts, 
3,724 are individual accounts and are 
handled on an alphabetical basis. About 
250 being prepared each day during the 
two-week period and the remaining cor- 
porate and business accounts are treated 
as in the past. 

In addition to spreading the work-load 
among the bookkeeping personnel through 
the month instead of calling upon tellers to 
work overtime several days each month 
the plan has enabled the bank to obtain 
and hold bookkeeping employees who 
formerly objected to the long hours re- 
quired periodically. 

“A high percentage of customers were 
already used to receiving monthly bills 
from public utilities and the larger depart- 
ment stores under a similar ‘cycle billing’ 
plan,” Mr. Knight said, “and practically 
no objections or criticisms were received 
when we announced the new program.” 
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effective results. 


Capita $10,000,000 
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Banks throughout the country find this in- & 
stitution exceptionally willing to handle diffi- 4 
cult or unusual situations. You can rely on % 
its thorough knowledge of New England ro 
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business conditions for prompt action and 


“Outstanding Strength” for 113 Years 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 


Surp.us $20,000,000 
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Portable Bank Display 


A unique traveling exhibit was used 
effectively by the Bank of America at some 
of the California county fairs during the 
recent season. 

The purpose of the display was not to 
feature specific bank services but to help 
rural families realize the importance of 
thrift today in planning for their future 
security. Framed photos and lighted 
dioramas also enabled visitors to visualize 
the population and industrial growth of 
California, the importance of agriculture 
and other basic industries and how banking 
serves as the keystone to maintain business 
prosperity and a healthy economy through- 
out the state. 

The display panels were adjustable so 
that the exhibit could be installed in a tent 
where necessary or set up in several differ- 
ent forms to fit the floor space. 
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Increasing Bank Capital 

To take advantage of a 150 per cent in- 
crease in the value of its bank-and-office- 
building since 1945, in order to increase its 
capital account substantially, the Manu- 
facturers National Bank, Chicago, Illinois, 
recently sold its building to an insurance 
company at a profit and leased it back for 
20 years with three 10-year options. 

This procedure, already common among 
chain-owned business establishments, is 
unique among banking institutions. 

In January, 1945, the bank bought the 
building it occupies for $275,000. The 
rapid growth of industry in northwest 
Chicago helped increase the property value 
to the sale price, $650,000. The amount of 
profit when the building was sold, plus the 
accrued profits from the bank-owned build- 
ing corporation, netted $410,000 for the 
bank, after all taxes had been deducted. 
This amount greatly increased the bank’s 
capital account which stood at approxi- 
mately $1% million immediately prior to 
the building sale. 
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Southern Banking School 


Plans for a School of Banking of the 
South, to start in the summer of 1950 on 
the campus of Louisiana State University. 
Baton_Rouge, are now being completed. A 
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two-week course, covering three successive 
summers, is proposed. 

Orrin H. Swayze, vice-president of the 
Capital National Bank, Jackson, Missis- 
sippi, has been elected director of the school. 

Organized by representatives of about 
eight southern states, the school will be 
patterned after similar programs con- 
ducted elsewhere in the country. The first 
school of the type was started by the 
American Bankers Association, conducted 
at Rutgers University, and during the past 
four years similar schools have been or- 
ganized for the mid-western states at the 
University of Wisconsin and for Pacific 
Coast states at the University of Wash- 
ington. 

Management of the school will be vested 
in a board of trustees composed of two 
members from each participating state 
bankers association. Walter W. Schroeder, 
vice-president, The National Bank of Com- 
merce, New Orleans, has been elected 
chairman of this board. 
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Prominent Mention 


Justifiably proud of seeing his Jefferson 
Trust & Savings Bank, Peoria, Illinois, 
referred to as a “sleek, young institution 
that looks like a movie set,” President 
W. James Patton has ordered a large quan- 
tity of reprints of the Saturday Evening 
Post’s recent feature article on the city of 
Peoria and the institutions which com- 
prise it (see illustration below). 

That the general-interest magazines look 
with approval on the current effort of the 
field of banking to offer a maximum num- 
ber of services to the public is evidenced 
by the emphasis placed upon Jefferson 
Trust & Savings’ modern drive-in facilities, 


Reprint cover 











A reprint from the 
February 12, 1949 issue of 


THE SATURDAY EVENING POST 


PEORIA. 
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That’s the number of checks 
we handled in our central 
Transit Department in a sin- 
gle recent month... December, 
1948. Their value: more than 
1% billion dollars. 


Why this preference for Security- _ 
First National? AS 


The mechanical excellence of our 
service, for one thing—our nation- 
wide correspondent bank relations, FPS 
for another...24-hour transit and \ I~ 
clearing service...air mail and air 
express handling. 
























We're able to serve, yes—but more 
than that, we're ready and willing 

to do so. If a banking connection in 
Central and Southern California would 
be of value to your bank, we invite you 
to Open your account with us. 
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Bank of Sturgeon Bay, Wisconsin, branch 
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Drive-in branch, Merchants National, Syracuse, N. Y. 





Modern lines distinguish two new bank buildings 


which were pictured in the article (see re- 
print cover) and also mentioned in the text. 
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Ultra-Modern Design 


For every 50 or 100 new bank buildings 
constructed in the post-war period at least 
one has adopted “ultra-modern” architec- 
tural lines. Pictured above is the new 
Sister Bay branch of the Bank of Sturgeon 
Bay, Wisconsin (left), and a night view of 
a new drive-in branch of the Merchants 
National Bank and Trust Company, Syra- 
cuse, New York. 

Finished completely in stratified native 
stone, the Wisconsin bank features floor-to- 
ceiling picture windows overlooking Green 
Bay. Built on a hilltop, the bank takes 
advantage of its location by using flood- 
lights to illuminate the structure at night. 

Novel fixture for the bank’s interior is an 
open fireplace, which burns coal or wood in 
chilly weather, although the entire building 
is air-conditioned and maintains a normal 
working temperature at all times. Red and 
gold rubber tile forms a checkerboard floor 
pattern, and red marble counter rails and 
yellow plastic upholstered chairs add bril- 
liant color to the interior. 

Large, curved window areas at the new 
Syracuse drive-in, with a massive brick 
tower supporting a neon sign and lighted 
clock, are distinctive features. The bank 
offers drive-in facilities reached from two 


streets in addition to pedestrian service 
which includes four tellers’ counters. 

This bank opens each day, Monday 
through Friday, at 8 a. m. in response to 
patrons’ requests. 
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Coin Bank Collection 


When Clarence T. Simmons of the Iowa 
State Bank, Des Moines, Iowa, was a 
traveling bank examiner he started a col- 
lection of coin banks used by the institu- 
tions he visited. Now totaling almost 
4,000, the coin banks have been sent as 
gifts from 35 foreign countries and all parts 
of the United States and possessions. 

Pictured is a typical display of part of 
the collection as exhibited recently. Many 
of the coin banks shown are mechanical 
devices designed to entice youngsters into 
coin saving, and others are miniatures of 
bank and public buildings. The familiar 
piggy-bank and other animal forms are also 
prominent. 

Two metal banks, in which the coins 
were fused as a result of extreme heat, were 
recently received from England and Hol- 
land where they were found in bombed-out 
homes. That saving as a habit continues 
even during a major war is evidenced by a 
series of metal, wooden and finally paper 
banks used in one European country as 
suitable materials became scarce or un- 
available. 


Extensive coin bank collection on display 
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Specialized Mailings 


To obtain as high a percentage of return 
as possible from its automobile loan mailing 
list the Merchants’ National Bank, New 
Bedford, Massachusetts, is sending inquiry 
letters to owners of specific makes of 
automobiles each time a new model is 
introduced. Thus, when the 1949 Chevro- 
let was introduced in mid-January the 
bank addressed a letter to every Chevrolet 
owner in the area whose name could be 
obtained, asking if they were considering 
the purchase of a new model. 

This letter listed the names and addresses 
of local dealers displaying the new models 
in the first paragraph. Succeeding para- 
graphs outlined the bank’s financing serv- 
ice and invited a telephone call to its 
automobile loan department. The letters 
were over the signature of President Mark 
M. Duff, and are credited with arousing 
greater interest in the bank’s auto financing 
program. 


Newsworthy Briefs 


Manufacturers and Traders Trust Com- 
pany, Buffalo, New York, has inaugurated 
an incentive compensation plan which will 
distribute 25 per cent of the amount by 
which the net operating earnings of the 
company exceeds 5 per cent of its invested 
capital each year. A 50-50 distribution in 
proportion to salary among officers and 
salaried employees having four or more 
years consecutive service at the end of 
each profit-sharing period has been ap- 
proved by the board of directors. 

Amplified music and extensive use of 
photomurals are highlights of the newly- 
remodeled Union National Bank, Char- 
lotte, North Carolina. Antique marble 
and light stucco serve as background for 
a 50-foot stainless steel exterior sign * # * 
“Here is your monthly statement and we 
believe it is correct ...” reads a brief 
message on handy blotters being used as 
statement stuffers by the Smithfield 
(Pennsylvania) State Bank. Printed in 
letter form on a white background, the 
blotter is unobtrusive and probably quite 
welcome. 

Connecticut Bankers Association re- 
cently concluded month-long contests 
among state farm youngsters, seeking a 
name for a Holstein bull calf purchased by 
the C. B. A. Agricultural Committee « « 
Sylvania (Ohio) Savings Bank Company 
has added its first branch, and the 15th 
office of People First National Bank & 
Trust Company, Pittsburgh, has been 
opened to the public. 

Teller Isabelle Shadick, Millerton Na- 
tional Bank, Millerton, New York, is fea- 
tured in a five-page picture story concern- 
ing women in banking in the March, 1949 
issue of Woman’s Home Companion. A 
magazine cameraman followed Miss Shadick 
through a typical day’s work, emphasizing 
the important functions performed by the 
many girls and women now employed in 
banking institutions throughout the coun- 
try « « The First National Bank, St. Louis, 
Missouri, has begun the eleventh year of 
telling time for local citizens. The bank’s 
“‘correct time” machine called the Audichron 
has answered over 151 million telephone 
calls since 1938, giving inquirers the time of 
day and a brief advertising message. 
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$1,500 inventory abolished — 
at a cost of $4.46! 





With more than 700 vacuum tubes needed by industry, a tube distributor would find 
_—— consumed by 100% inventories. But by ordering tubes as needed via Air 

xpress, he holds stocks to 25%. Example: Orders $1,500 tube at 9 a.M. from sup- 
plier 900 miles away. Delivered to customer 6 P.M. same day. 16 lbs.: cost, $4.46. 
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Remember, $4.46 included speedy pick- Your Air Express shipments go by the 
up and delivery service, too. More pro- Scheduled Airlines direct to over 1,000 
tection, because you get a receipt for airport cities; fastest air-rail for 22,000 
every shipment. Air Express is the off-airline offices. Shipments keep 
world’s fastest shipping service. moving with ’round-the-clock service. 


FACTS on low Air Express rates 


19 .bs. of machine parts goes 600 miles for $3.54. 
9-lb. carton of new styles goes 1400 miles for $3.99, 
(Every kind of business finds Air Express pays.) 


Only Air Express g.ves you all these advantages: Speci yokes and de- 
livery at no extra cost. You get a receipt for every shipment and delivery is 
proved by signature of consignee. One-carrier responsibility. Assured 
rotection, too—valuation coverage up to $50 without extra charge. 
ractically no limitation on size or —— For fast shipping action, 
hone Air Express Division, Railway Express Agency. specify 
‘Air Express delivery” on orders. 


SPEUY OO 


GETS THERE FIRST 
















Rates include special pick-up and delivery 
door to door in principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES orf THE u.s. 





LARGEST FINANCIAL INSTITUTION IN THE NATION’S CAPITAL 


I have caused to be sent to Mr. Riggs 


. one-barrel of Bluegrass Seed - half of 


which is for the President of the 


United States...” 
































Wickliffe’s beautiful home 
at Bardstown, Kentucky was 


known as WICKLAND. 


From Kentucky, in 1845, Corcoran & Riggs received 
the above communication from CHARLES A. 
WICKLIFFE, Postmaster-General under President 
Tyler, and former Speaker of the House. Wickliffe 
closed with the statement, “I will be on hand to 
direct how to sow it.” 


No records exist to indicate whether the seed was 
actually used on the White House lawn or sown by 


Mr. Riggs on his beautiful estate in northwest 


Washington. 


Through the years, however, the word "Bluegrass” 
has become synonymous with the beauty ... the color 

. the romance of the great State of Kentucky. In 
the same period the name RIGGS has become sym- 


holical of Fine Banking in the District of Columbia. 








WE ARE ESPECIALLY WELL EQUIPPED TO HANDLE ACCOUNTS 
OF BANK CORRESPONDENTS AND NATIONAL CORPORATIONS 











RIGGS 


NATIONAL 
BANK 


WASHINGTON, D.C. ¢ FOUNDED 1836 





RESOURCES OVER $300,000,000 


COMPLETE BANKING AND TRUST SERVICE 
EIGHT CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 


Member — Federal Reserve System 
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President C. A. Vose, right, and Vice-president Oscar Monrad who heads the program 


HOW A BANK CAN ACCELERATE THE PROCESS 





\DUSTRIAL DEVELOPMENT 


A program that is bringing better economic balance 
to the area...and some direct benefits to the bank 


OR the past 15 months we have 

been operating an industrial de- 

velopment department that repre- 
sents somewhat of a new activity for 
commercial banks. While much of its 
benefits are of an intangible good will 
nature, and the program is still in its 
early stages, enough has already been 
accomplished to indicate that the de- 
partment under Vice-president Oscar 
Monrad is serving a worthwhile func- 
tion. It is helping to attract new in- 
dustries to Oklahoma, resulting in 
higher payrolls and enhanced business 
generally. It also has interesting possi- 
bilities in bringing new accounts to the 
bank, and in furthering correspondent 
bank relationships. Moreover, it is 


proving to be definitely beneficial from 


a public relations standpoint. 
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By 


Cc. A. VOSE 


President, The First National Bank and 
Trust Company of Oklahoma City, 
Oklahoma City 1, Oklahoma 


Oklahoma has always been pre- 
dominately agricultural, and the de- 
sirability of achieving better balance 
through industrial development has 
been widely recognized. About 17 per 
cent of the State’s population has left 
the farms since 1940, and 400,000 indi- 
viduals left the State in 1940-43 to 
seek jobs elsewhere. Industrial prog- 
ress is now being made, however, and 
the population trend has been reversed 
with 425,000 people coming to Okla- 


homa from other areas. The bank 
hopes to accelerate this progress signifi- 
cantly through its industrial develop- 
ment department. 

In addition to serving in somewhat 
of a Chamber of Commerce capacity, 
Mr. Monrad is in charge of new busi- 
ness for the bank, and finds the com- 
bination has definite advantages. With 
all banks offering substantially the 
same services, the industrial develop- 
ment department represents an un- 
usual “plus” that is available to busi- 
ness and to correspondent banks. It 
frequently enables us to learn first of 
business changes and expansions, and 
thereby to obtain new accounts for us 
or our correspondents. In calling on 
customers and prospects, Mr. Monrad 
is uniquely prepared to impart infor- 
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mation and to answer any questions, 
making his visits more than good will 
gestures. e 

As a means of publicizing the de- ° 
partment, a special letterhead has been 
devised that is in reality a four-page 


folder. The inside spread features we 
Oklahoma’s central location within the Te 
‘Magic Circle,” the area within a 400- PA 


mile radius of Eureka, Kansas, which 
economist Roger Babson has hailed as 
being “‘richest in peace —safest in war.” 
Photographs and explanatory copy . 
further emphasize some of Oklahoma’s 
advantages for industrial and dis- 
tributing organizations. The back page 5 
of the letterhead folder cites some ° 
pertinent facts about Oklahoma City. 
The letterhead is used for a first-time 
mailing to those who may have an in- 
terest in Oklahoma, and to individuals . 
who may be able to assist the depart- 
ment in developing such an interest. 


]N order further to acquaint indus- aaa 

trial prospects and others with the 
economic advantages of the State, the 
department publishes a quarterly bul- 
letin of business information titled 
“This is Oklahoma.”’ First we made a 
survey of the type of data most desired 
by prospective recipients, and the in- 
formation is presented in the form re- 
quested. Quarterly comparisons are 













CAPITAL FUNDS IN EXCESS OF $19,000,000 





The First National Bank 


and Trust Company 
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That part of the Unsted States: 
Tyeng within « 400-msle radius 
from Eureka, Kanaas, is de- 
wribed by economet Roger 
Babson as being that pert of 
our country which is “richest 
Spica. 25 as 


Io thn wet of the "Bataoe i 
Circie” is the greatest wheet 
aren on earth; to the nacth 
vs the greatest corn protucing 
eren; to the east is the world's 
greatest milk producing ares. 
to the south = the grentest 
cotton belt on earth, and in 
the center m one of the greet- 
est cattle raising areas in the 
wor id. 


COLORADO 
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Coterade Springs» 


‘This “Magic Circte” area 
leads the world @ the pro 
duction of ot and gas It has 
vast cos) reserves and i un. 
deslaid with great deposits of 
salt, lead, sme, bauxite, sul 
phar chalk gypsum gramtet, 
sandstones and hmestones 





Kh embraces the entire state 
of Oklahoma and i virtually 
the center section of the 5- 
state Southwest, one of the 
fastest grow rng industrial re- 
pons in the United States 

fo 10 years the annual income 

of the people in the Southwest 
has risen from 6 bilan dol- 
jars to 16 bilhun dofiers Bank 
depomts are up S00"). And ia 


6,000,000 Labor Force 
$16 Billion Annual lacome 


1947, retail sales showed an 
over the 
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Above: Letterhead folder, with facts on Oklahoma, used for first-tim gqmailin 
At right: Quarterly bulletin of business information, broadly distrib 


Used to stimulate interest, and publicize the bank’s industrialf devel 


made of retail sales, employment, 
planned construction, bank debits, 
production, livestock marketings, and 
similar basic factors. There are also 
timely news items regarding business 
changes, and information as to local 
economic trends. The data presented 
is not too voluminous for ready read- 
ing, and if more detailed information 
is desired it is available from the 
bank. 

Eye-opening color photographs on 
the cover of the quarterly bulletin, 
showing impressive views of Oklahoma 


City, are designed to let folks east of 
the Mississippi River know we have 
something here. 

The bulletin, which has a distribu- 
tion of 8,500 copies, is sent to such 
diverse groups as industrial engineering 
firms, railroad representatives, prin- 
cipal C. P. A. offices, members of the 
Society of Industrial Realtors, and in- 
dustrial development men with util- 
ities and other organizations. Also 
every concern in Oklahoma having 
home offices elsewhere receives copies, 


which are sent both to the local and 
main offices. 

Mr. Monrad maintains a “green 
sheet” folder of industrial prospects. 
One particular group that receives his 
attention consists of enterprises that 
utilize the State’s resources but do not 
process them here. In addition to send- 
ing them copies of the economic bulle- 
tin, Mr. Monrad writes tHe live “‘green 
sheet” prospects monthly, or calls 
them on the telephone. He also pays 
them personal visits. 


Mr. Monrad and paper company executive view newly erected plant 
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Nine Class 1 raidroads serve 
the state: 83 motor freight 
companies end 4 scheduled 
ar hoes. 

ta Manufacturing 
Oblahoma has shown large 
Poatwar gars glass manu 
facturing, food pre . 
and metal working leading in 
the new industries, with many 
light.assembly inctustries ut 
living women workers ~- the 
tate has a plentiful supply— 
being established 
The labor force m Oklahoma 
ts GOT] white, inteihgent, self 
reliant and particularly weil 


maintained one of the lowest 
winke records of any state in 
the nanon 

One of Oklahoma's great in 
G@ustrial assets os its abundant 
supply of natural gaa The m- 
dustrial rete is as low as 1c 
per met. Electric power is 
plentiful and cheap. 

Tex and cot poration laws 
favor industry mm Oklahoma 
Individual and corporate m- 
come tax retes were recently 
reduced one-third with Fed. 
eral tax deductible before 
figuring stete tax. 

Machinery and equipment 
wed im manufecturing sre 
now exempt from the retwil 
soles tax. Oklahoma's new 
corporation code is patterned 
efter that of Delaware. 


THiS IS 


OKLAHOMA 
~ 5 


THE 


FIRST NATIONAL BANK 


timemmailing to prospects. 
padly ed istributed 


trialy development activity 


In fact, it can be emphasized that 
Mr. Monrad is not a “desk man.” 
When in Oklahoma City he is in heavy 
demand as a speaker, and in his talks 
he endeavors to stimulate individual 
pride and enthusiasm in Oklahoma by 
emphasizing its many advantages and 
future possibilities. 

Actually, the bulk of Mr. Monrad’s 
time is spent calling on customers and 
prospects throughout the country. His 
trips are carefully planned at the year’s 
outset. Calls are not made haphaz- 


ardly but upon the basis of card file 
records maintained by cities. 

In his portfolio as he makes his calls, 
Mr. Monrad has full information about 
the entire State of Oklahoma, as well 
as Oklahoma City. This includes 
comprehensive data as to water, power, 
natural gas, transportation, taxes, min- 
eral resources, distribution patterns, 
oil producers, retail markets, labor 
supply and work stoppages, the lib- 
eralized corporation code, crop yields, 
et cetera. 


The portfolio also contains photo- 
graphs and maps of specific industrial 
properties or sites that are available. 
Other photographs show typical busi- 
nesses, public buildings and homes in 
the area. And, there are detailed tax 
studies, broken down by types of taxes, 
and cempared with the rates in other 
areas. 

Because of the unusually complete 
information he has at his finger tips, 
Mr. Monrad frequently has oppor- 
tunity to talk with the sales managers 
and presidents of out-state concerns, 
in addition to the financial executives. 
Even where there is no immediate pros- 
pect that they will establish plants or 
branch offices in Oklahoma, it may be 
that they will have occasion to make 
influential recommendations to others. 

We have found it to be increasingly 
true that in making preliminary in- 
vestigations, industrial prospects seek- 
ing new sites or other information seem 
to prefer to check with banks, knowing 
that in the very nature of our business 
we are accustomed to keeping matters 
confidential, and that we will not re- 
lease any premature publicity. 


A GOOD example of how the depart- 
ment functions is provided in the 
case of an eastern electrical manufac- 
turer who recently enlisted Mr. Mon- 
rad’s assistance in finding a suitable 
location in Oklahoma for a branch plant. 
Mr. Monrad did not limit his survey to 
Oklahoma City, but checked with in- 
dustrial realtors and developed a list of 
several communities having properties 
answering the requirements. The 
identity of the electrical concern was 
not identified in the inquiry process. 
Mr. Monrad then accompanied repre- 
sentatives of the manufacturer to the 
various sites, provided information as 
to local facilities, and when the even- 
See INDUSTRIAL PROGRAM—Page 63 


Typical of the relatively small but diversified industry being attracted to Oklahoma 
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The N.A.B.A.C. has prepared a new manual to 
explain procedures and sell management, 
especially in the smaller banks. . 


CAMPAIGNING. for 
DIRECT VERIFICATION 


IHE new Direct Verification Man- 

ual that is now being distributed 

by The National Association of 
Bank Auditors and Comptrollers could 
well be described as a manual with two 
missions. The first is obviously to 
aid banks in the routine of direct 
verification; the second, and more im- 
portant mission, is to. stress direct 
verification to bank management as 
one means of preventing defalcations. 
Because of the broad nature of the 
program, the manual was prepared for 
small banks as well as large. A section 
at the outset details a procedure for the 
smaller bank. “The job has few com- 
plications,” it states, ‘and may be per- 
formed by almost any member, or 
members, of the staff.”” The manual 


HENRY G. DIEFENBACH 


Comptroller, United States Trust Com- 
pany of New York, New York 5, 
New York 


covers, for banks of all sizes, the direct 
verification of commercial deposits, 
savings deposits, commercial loans, 
mortgage loans, personal loans, collec- 
tion items and safekeeping accounts. 
Direct verification is defined at the 
outset. It is pointed out that there are 
actually two methods, known as posi- 
tive and negative verification. A rela- 
tively simple definition of the former 
for the purpose of this article might 


read: Direct positive verification con- 
sists of requesting the customer to 
verify the facts disclosing his liability 
to the bank or the bank’s liability to 
him over his own signature. The nega- 
tive form calls for a response from the 
customer only if the facts shown do not 
agree with his records. 

The present campaign for direct 
verification may be traced back to a 
statement made by Paul D. Williams, 
then an officer and now president of the 
association, to the effect that there was 
at least $10,000,000 in undisclosed 
defalcations in the banks in the United 
States. The statement furnished a 
lively topic of conversation, since many 
believed it an overstatement. 

Shortly thereafter it was discovered 


Of the 22 suggested verification forms in the manual, 14 relate to deposit accounts 





TO OUR DEPOSITORS: 
TO ASSIST US IN COMPLETING AN AUDIT OF OUR 


AUDIT VERIFICATION OF CHECKING ACCOUNT 





PEQUESTED TO SIGH AND RETURN THIS CERTIFICATE IN THE ENCLOSED STAMPED ENVELOPE. YOUR PROMPT ACTION IN THIS 
CONNECTION 18 FOR OUR MUTUAL PROTECTION AND WILL BE GREATLY APPRECIATED 


VERY TRULY YouRs. 


John M. Doe, Auditor 
Name or Your BANK 


PLEASE INDICATE ANY CHANGE IN THIS ADDRESS 


. You ana Av 


“ G: 


NAME 


or 
account 


TO OUR SAVINGS DEPOSITORS: 


AUDIT VERIFICATION OF SAVINGS ACCOUNT BALANCES 


1T 18 GOOD BANKING PRACTICE TO COMPARE PERIODICALLY THE BALANCE ON THE PASS-BOOK OF OUR SAVINGS 
CEPOSITORS WITH THE AMOUNT SHOWN ON THE LEOGER RECORDS OF THE BANK. FOR THIS REASON WE ASK THAT YOU 
WRITE THE AMOUNT OF THE BALANCE AS SHOWN ON YOUR PASS-BOOK IN THE SPACE INDICATED BELOW, SIGH YOUR NAME 
ON THE LINE PROVIDED, AND THEN RETURN THIS VERIFICATION TO US IN THE STAMPED ENVELOPE ENCLOSED, 


YOUR PROMPT ACTION IN THIS MATTER WILL GE GREATLY APPRECIATED. 


VERY TRULY Yours. 
THE AUDITOR 
Name or Your BANK 


+ 





DO NOT DETACH 


Mr. John M. Doe, Auditor 
Name or Your BANK 
ADDRESS 


RECEIPT OF YOUR STATEMENT RENDERED AT THE CLOSE OF BUSINESS 


SHOWING A BALANCE OF 6 '© ACKNOWLEDGED. THE 


TO THE AUDITOR 
Name OF Your BANK 
ADDRESS 





(Ff AMY) NOTED ON THE BACK OF THIS CERTIFICATE. 


ARE GENUINE AND PROPER CHARGES AGAINST THE ACCOUNT ANO THE ACCOUNT BALANCE 16 CORRECT WITH OIPFERENCES 


THE BALANCE ON MY PASS-BOOK NUMBER 


00 NOT DETACH 


ON THE DATE OF THE LAST ENTRY 





TRANSACTION 











SIGNATURE MUST BE AUTHORIZED AND ON FILE WITH US 








(‘sent DATE oF Lasr) 


Caer PRESENT pass.) 
BOOK BALANCE HERE 





AUTHORIZED SIGNAT! ‘URE 
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DIRECT VERIFICATION 
MANUAL 





Leperghnd Pst by 


THE NATIONAL ASSOCIATION OF BANK 
AUDITORS AND COMPTROLLERS 
38 South Dearborn Street 
Chicago 3, Hlinois 

















that an officer of an eastern institution 
had embezzled $657,000. This defal- 
cation not only seemed to go a long 
way in substantiating Mr. Williams’ 
statement but it led to public action on 
verification by the state in which the 
bank was located. The state placed on 
the statute books legislation requiring 
the positive verification, at least an- 
nually, of a percentage of deposit and 
loan accounts by a public accountant 
or other approved and qualified person, 
or by members of bank staffs approved 
by the Commissioner. 

The banking commissioner of one of 
the southern states also took action. 
He believed that it would be valuable 
to attempt direct positive verification 
as part of the work of his staff and put 
the idea into execution. The results 
were startling. Defalcations were un- 
covered in four banks and many er- 
rors, unrelated to dishonesty, were 
uncovered. 

Another defalcation, 
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The manual and, below, the committee that prepared it 











HENRY G. DIEFENBACH, Chairman 


A. EUGENE ADAMS, Assistant Cashier, 
The National City Bank of New York, 
New York, New York 


JOSEPH E. GLASS, Auditor, 
Guaranty Trust Company of New York, 
New York, New York 


Direet Verification Committee 


JAMES E. GRIFFITHS, Auditor, 
Irving Trust Company, 
New York, New York 


D. J. MacDONALD, Assistant Auditor, 
The Northern Trust Company, 
Chicago, Illinois 


A. E. STALEY, Auditor, 
Central National Bank of Cleveland, 
Cleveland, Ohio 




















Other forms pertain to collection items, safekeeping accounts, in addition to loans 





western state, led the senior United 
States Senator of that state to an- 
nounce his intention to introduce fed- 
eral legislation that would require the 
Comptroller of the Currency to under- 
take direct verification of the necessary 
accounts at the time of examination. 

An official comment on the subject 
was provided recently by Richard 
Rapport, Bank Commissioner of the 
State of Connecticut, at a meeting of 
savings bankers from 38 states. “An 
examination (by bank examiners) can 
never take the place, nor should it, of 
a good continuous audit,” he said. He 
added, however, that “there is not a 
sufficiently general acceptance by bank 
management of the need and impor- 
tance of a thorough and dependable 
auditing system in banks.” 

It is doubtful, of course, that any 
of the states would want to begin or 
continue verifications if the bankers 
under their supervision introduced it 
as part of their routine operations. It 
is also to be doubted if any of the 
Federal supervisory agencies would 
willingly accept the task as part of 
their duties. 

Beyond the public interest in defal- 
cations, and closer home, is their effect 
upon the individual bank. In the case 
of the $657,000 defalcation in the east- 
ern bank, it meant that the victimized 
bank had to be merged with another 
and it meant a personal hardship for 
the stockholders and directors. In 
contrast, the bank president who is 
assured by. his auditor or a responsible 
member of the bank staff that deposit 
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In the mutual interest of customers end of the Bank, the 
Auditing Steff, in the reguler course of its duties, is verifying 


NAME OF YOUR BANK 


ADDRESS 










Date Rate Maturity Amount Interest Paid to 


Gentlemen: 
To assist us in a periodic audit of our Loan Division, we shall appreciate it if you will confirm the correctness of 
the following statement of your indebtedness to this Bank, and collateral held by us at the close of business 
, by signing the copy of this verification and returning it in the enclosed envelope, Please 

notify us promptly of any exceptions, 

Yours very truly, 

Y \uditor 
Total indebtedness evidenced by notes described below $ 





except as noted. 





SIGNATURE SHOULD BE AUTHORIZED AWD OW FILE WITH US 


The foregoing statement of our loan and collateral accounts, as of the date indicated, agrees with our records, 
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the accounts and records of our Mortgage end Reel Estete Department. 











According to the records of that Depertment, you are the owner 
of the premises securing the following mortgage held by Neme of 
Your Benk es st the close of business 


















Amount of Mortgage: 
Rate of Interest 
Premises 




















Interest Paid to 





Will you please verify the correctness of the above, sign in 
a provided below and return this letter to us in the enclosed 
envelope. 






















Very truly yours, 


“ty. doe 


uditor 


The above is hereby confirmed ss correct. 








(Authorized Signeture) 
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One bank’s experience with the 
Westinghouse Equity Plan 


Added Protection 
Jn APPLIANCE FINANCI 


E are handling the financial 
needs of many appliance dealers 
in and around Pittsburgh, taking 
care of their floor plan requirements 
and discounting their retail install- 
ment sales on major home appliances. 

Prior to last fall, on our floor plan- 
ning we had no firm manufacturer’s 
agreement to repurchase in the event 
of dealer default, and because we did 
not have this needed protection there 
is no doubt that we were somewhat 
selective, perhaps too selective; some 
of the smaller financing agencies were 
handling a few of the dealers. 

Also prior to last fall, our retail plan 
always required a full repurchase or 
full recourse arrangement with the 
dealer, and while such a plan was gen- 
erally competitive with other plans in 
this area we frequently found serious 
objection to the arrangement. The 
plan was satisfactory from the view- 
point of the bank, but we were con- 
stantly faced with the possibility of 
losing some desirable business to other 
competing financing agencies. 

The picture has been changed some- 
what with the introduction of the 
Westinghouse Equity Plan on Sep- 
tember 1, 1948. As many bankers 
know, the wholesale arrangement un- 
der this plan provides that repossessed 
merchandise will be repurchased by 
the distributor, or by the Westing- 
house Company. The plan also in- 
cludes a limited recourse retail financ- 
ing arrangement, based on a repurchase 
schedule designed to provide a safety 
margin of 50 per cent over the average 
repossession expectancy, without af- 
fecting the bank’s net return. This 
schedule is based on Westinghouse’s 
own experience over good times and 
bad. The dealer’s full recourse period 
does not expire until the first three or 
four installments, depending on the 
term of the contract. No part of any 
reserves set up by the banks are paid 
to dealers. The salable feature to 
dealers is the fact that out of the re- 
serve fund a bank can offer a reason- 





E. I. H. BENNETT 


Vice-president, Peoples First National Bank & Trust Company, 
Pittsburgh 30, Pennsylvania 








Mr. Bennett, left, reviews practical workings of the program with 
C. F. Gilbert, manager, Westinghouse’s retail finance division 


able allowance to dealers on occasional 
repossessions. 

There is also an optional insurance 
plan which provides indemnity pro- 
tection against fraudulent retail and 
wholesale transactions, and _ broad 
coverage against damage and theft. 

We had an opportunity to anaiyze 
the Westinghouse Equity Plan very 
carefully a short time prior to its 
official announcement. We reviewed it 
in a very critical manner, for we knew 
that similar plans had been announced 
in the past from time to time, few of 
which seemed to meet our require- 
ments. The Westinghouse Plan seemed 
to pass every conceivable test and we 
decided to put it into effect for our 
dealers who handle Westinghouse prod- 
ucts. 

At the outset we did not know just 
what the dealer reaction would be, but 


it did not take long to find out. Two 
days after the announcement of the 
Equity Plan, the telephone calls started 
to come in from dealers. They wanted 
the plan. They wanted to know if we 
were ready to operate, and they asked 
about signing the agreement. 


LL of these dealers who called, and 

many others, were visited by our 
representatives within a few days after 
September 1. Every one of the West- 
inghouse dealers with whom we had 
done business prior to the announce- 
ment of the plan signed up imme- 
diately. Furthermore, many of those 
who had previously refrained from 
using our facilities now came into the 
fold, and we now have firm agree- 
ments with many more of the dealers 
than we had in the past. The dealers 
were surprisingly enthusiastic. They 
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T. W. Gormly, assistant cashier, discussing plan with dealer 


appeared to be delighted that the man- 
ufacturer had taken a sincere and con- 
structive interest in their retail and 
wholesale financing problems. 

An interesting side line to this is the 
reaction of dealers not handling West- 
inghouse products. A number of these 
dealers had heard about the Equity 
Plan, had studied it, and felt that it 
was the answer to their own problems. 
They wanted something similar, but 
obviously we could not accommodate 
them on the same basis, for the plan 
as it is now written is exclusively for 
Westinghouse dealers, and we have 
confined it to them. 

With the favorable dealer response 
we were convinced that here at last 
was something worthwhile in relation 
to appliance financing. On the whole- 
sale side, here was a floor planning ar- 
rangement which gave the dealer just 
what he wanted, but even more im- 
portant it gave the bank the protection 
to which it was entitled. Perhaps just 
as important is the protection the plan 
gave to the distributor and manufac- 
turer, for by enabling the bank to dis- 
pose of distressed dealer merchandise 
through legitimate channels it assured 
the manufacturer and distributor that 

) the bank would not be offering repos- 
|! sessed merchandise in a competitive 
market. Under the plan the bank no 








Specimen copies of the financ- 
ing agreements involved 
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longer needed to become a seller of 
merchandise; it could stick to its 
primary business of financing. 

We do not use the optional insurance 
coverage against loss through dealer 
conversion or fraud which is offered as 
a part of the plan, for we already have 
something which we believe to be 
adequate. However, the available in- 
surance does give the smaller bank, or 
the bank without coverage, an extra 
measure of valuable protection. 

On the retail side of the picture, 


which involves the purchase of install- 
ment sale contracts, the dealer reaction 
was even more favorable than we had 
anticipated. The retail plan is actually 
nothing new except for its more real- 
istic calculation of repurchase per- 
centages following the initial full re- 
course period, but it is something 
which many dealers have wanted for a 
long time. From the viewpoint of the 
dealer, the relief from full liability may 
well mean his literal salvation in times 
of stress, and the appliance merchant 
—especially the small dealer—is wise 
in looking for some such relief wherever 
it can be found. By the same token, 
it is sound business for the dealer to 
have full liability during the initial 
stages of the installment contracts. If 
sales are made correctly, if merchan- 
dise is represented accurately and 
honestly, repossessions in the early 
stages will be few and far between, and 
the dealer will not suffer. On the other 
hand, if merchandise is not sold wisely, 
or it is misrepresented to the buyer, 
then it rightfully becomes a burden on 
the dealer rather than the bank. 

From a banker’s viewpoint, we could 
ask for little more. We know that per- 
haps 85 per cent of all repossessions 
occur within three or four months, and 
if we can be relieved of 85 per cent of 
our real loss problems we will have 
little about which to be concerned. In 
the later stages of the contract, should 
repossessions occur, we will have estab- 
lished adequate reserves to take care of 
losses on dealer repurchases. 

To be sure, the Westinghouse Equity 
Plan is not an entirely riskless plan as 
far as the bank is concerned. To my 
knowledge there is no plan which is not 
accompanied by a certain amount of 
risk. We think of such risk as a normal 
business hazard, and we believe that 
the Westinghouse plan has reduced 
this normal risk to a minimum. 
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TO (Name of Bank). Peoples First National Bank & Trust Co. 


Pittsburgh 30, Pennsylvania eer 


r customers’ time payment contracts, acceptable to you, covering new merchandise purchased from 
ditions: 


1, We warrant thar ali contracts will represent payments due or to become due for the amounts therein set forth; they will be valid 
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Dated October 1 » 1948 
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Bringing prize-winning illumination, 


and a decorating vogue 


LGHTING and 





COLOR 


In BANK STYLING 





View of the auditing department 


Recessed “‘low brightness”’ lamps give ample light without glare 


3 HAT unusual lighting. We have 
never seen anything like it.” 

. “The color scheme is certainly 

different, and it’s very effective.” 

Such is the trend of comment most 
frequently heard from those viewing 
the results of the remodeling and mod- 
ernization of three floors of our bank- 
ing quarters. This has embraced a 
total area of 125,000 square feet, in- 
cluding about 21,000 square feet of 
new floor space acquired by extending 
two mezzanines and replacing a large 
skylight over the main banking lobby 
with two floors and a roof. 

Included in this transformation are 
the trust and real estate loan depart- 
ments on the fourth floor; the mail, 
clearings, transit, bookkeeping and 
analysis departments on the third floor; 
and the auditing, general books, per- 
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sonnel, operating, new business and 
advertising departments on the mez- 
zanine floors. 

The changes have provided com- 
modious and attractive areas for our 
employees and customers, and this 
account of our work and experience 
may be of interest and assistance to 
others. 

Lighting. While structural plans 
were progressing and assignment of 
spaces was being considered, we sought 
the best that was available in lighting. 
Technical laboratories and electrical 
manufacturers had generally been un- 
able to disclose anything new. Finally 
we found something of special interest 
at the plant of Curtis Lighting, Inc. in 
Chicago. There we saw a large work- 
room lighted mostly by conventional 
fluorescent lamps, some in open troughs 


By 


FRANK G6. GUTHRIDGE 


Vice-president, The First National Bank 
of Chicago, 
Chicago 90, Illinois 


and some in troughs with various glass 
and louver panels to diffuse the light, 
but all with the usual glare. At one end 
of the room, however, there were a few 
recessed troffers with new “low bright- 
ness” lamps which gave excellent illumi- 
nation without glare. These lights had 
just come on the market and we were 
told that there were only two installa- 
tions in the United States, both in the 
offices of the Hudson Power & Light 
Company in New York State. We 
immediately visited these offices and 
found the most effective lighting we 
had ever seen. We then checked with 
the General Electric Company and 
were assured that the low brightness 
lamps were dependable and would be 
available. 

An order was thereupon placed with 
Curtis for the recessed troffers with 
lamps to supply our entire project. The 
first lamps received were gray in color. 
They are still in place in the first 5,000 
feet completed, but a further study of 
the effect of the lighting color on per- 
sonnel and wall colors led to restricting 
further delivery of lamps to a more 
cheerful, light color known in the trade 
as “3500 white.” These lamps are now 
being used throughout the remainder 
of the remodeled areas. 

All told we used about 12,000 lamps, 
and have the first major commercial 
installation of this new type of fluores- 





THE COVER PICTURE 


Planners at work, left to right: 
Charles W. Bartell, bank build- 
ing manager, Vice-president C., 
Edgar Johnson and Vice-presi- 
dent Frank G. Guthridge 
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Bookkeeping department, The First National Bank of Chicago 


Proof that operating quarters, housing 220 employees, can be attractive in appearance 


cent lighting. The troffers are made of 
aluminum, finished in ‘“Alzac,” an 
Aluminum Corporation of America 
patent, to prevent glare and surface 
scratches. Each fixture is 10 feet long 
and is designed to hold two five-foot 
low surface brightness F40T17/1S 
3500° white instant start lamps. The 
troffers are set flush with the acoustic 
pan tile ceiling, with the fluorescent 
tubes inserted nine inches above the 
ceiling. The present light meter read- 
ings indicate that we are receiving be- 
tween 60 and 75 foot candles. This 
light efficiency without glare is ob- 


tained by using a 100 watt type of 
fluorescent tube charged with only 40 
watts of fluorescent gas, and by in- 
stalling these tubes on three foot 
centers in continuous rows. Only two 
of the 303 lamps originally installed 
one year ago have been changed. 
Weekly records have been kept as to 
the amount of foot candle light avail- 
able in each area occupied since April, 
1948, and even with the usual de- 
terioration of fluorescent lights there is 
still maintained throughout the new 
spaces illumination ranging from 50 to 
75 foot candles. The variation is 


Harmonizing colors in deeper shades have been skillfully 


caused by the difference in ceiling 
heights, floor coverings, furniture and 
wall colors. The pictures accompany- 
ing this article illustrate in some meas- 
ure the extreme efficiency of the light- 
ing installation. 

Structural features. Construc- 
tion of floors to fill in our light court 
over the main banking room required 
the fabrication of three steel girders 
60 feet long and five feet high, each 
weighing about 15 tons. The girders 
had to be hoisted over the roof of our 
18 story building, lowered through our 
central light court, and there welded 


blended for rich effect 


The completely refurbished trust department 
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Here operating heads also carefully ‘‘remodeled”’ the work flow 


to new brackets and to existing col- 
umns at the fifth floor level. From 
these girders were hung the steel col- 
umns, to which were connected the 
beams for the new third and fourth 
floors. 

Corrugated cellular steel floor panel 
construction was used between the 
floor beams to eliminate tile arch or 
reinforced concrete construction, to 
facilitate the wiring installation, and 
to reduce the over-all weight of the 
structure. 

All steel installation was done after 
banking hours and without undue in- 
terference to the conduct of the bank’s 
daily work. The temporary moves 
avoided and the time saved were well 
worth the overtime spent to erect the 
steel. 

The next step was to determine the 
necessary space for motors, fans, and 
ducts to supply and exhaust electri- 
cally filtered air throughout all of the 
reconstructed areas. Aluminum ducts 
were planned to fit between and above 
light troffers, and supply and exhaust 
outlets were designed to be symmet- 
rically placed in each ceiling panel. 
The ventilating system is designed to 
change the air completely every six 
minutes. 

For soundproofing we used metal 
pan ceiling acoustile, placed level with 
the bottom of the light troffers. This 
provides a flat ceiling without beams 
or hanging light fixtures, and an even 
illumination with good reflecting sur- 
faces. 

Interior equipment. Having de- 
termined the necessary structural and 
mechanical features, next we gave con- 
sideration to interior equipment. Our 
own staff of carpenters, electricians, 
engineers and painters handled most 
of this, particularly the cabinet work. 
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Our standard trim had heretofore 
been red mahogany and we decided to 
depart from this color wherever pos- 
sible. Our first purchase for interior 
finish was brown mahogany benin 
wood (tiger wood) veneer. A medium 
light brown finish was selected for this 
wood, with which we harmonized all 
other colors used for interior finishes. 
We later decided to finish some of our 
wainscoting and trim in black with 
white lead veining, and some in green 
with similar veining. These finishes 
really look a lot better on the wall than 
they sound in print. 

Counterscreen and low rails for the 
trust department were designed in 
sectional units with modern low lines 





and sloping fronts. Constructed en- 
tirely of wood they were very simple 
to install, and changes in the future 
can be made by carpenters. 

Our experience with floor coverings 
guided us to a decision to use carpet 
and linoleum. Our needs totaled 
about 25,000 square yards of such 
materials. 

We considered the purchase of new 
furniture for our officers, but decided 
after much investigation to have many 
of our present desks and tables re- 
finished in a color that would harmo- 
nize with the new surroundings, and 
incidentally at about one-fifth of the 
cost of new desks. 

One of the desks refinished was a 
large square ornamental mahogany 
desk originally purchased in 1906 for 
the first James B. Forgan, who for so 
many years directed the bank’s prog- 
ress. This desk is now used in the new 
office of Thomas H. Beacom, vice- 
president in charge of the trust de- 
partment. A very substantial stock- 
holder recently related that he had . 
purchased his first share of the bank’s 
stock from Mr. Forgan over the same 
desk. 

Color scheme. As we were near- 
ing the completion of the construction 
of the first section of our work, we 
began to consider the very important 
question of wall colors. 

Experience by our own workers in 
the modern use of colors for new offices 
of a building tenant had convinced us 
that we could not ignore the possi- 
bility of departing from the usual 
neutral colors. 

We used an office in our building as 
an experimental laboratory where we 
installed our new lights and samples 

See LIGHTING AND COLOR—Page 67 


Sectional counters in trust department are low and sloping 
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Opportunity Drive 


The Treasury Department’s Savings 
Bonds Division is asking the nation’s 
banks to continue to play their impor- 
tant role in the coming “Opportunity 
Drive” to sell a $1,040,000,000 quota 
of Series E bonds. The drive opens on 
May 16 and ends June 30. 

Issuing in excess of 85 per cent of 
the savings bonds, the banks are 
expected to contribute substantially 
to the drive, which is designed not only 
to encourage thrift but to increase the 
holdings of the Federal debt in the 
hands of the public. 

Banks have been asked by state 
directors to sell Series E, F and G 
bonds over the counter; to issue bonds 
for firms having the payroll savings 
plan and to sponsor the Bond-A- 
Month Plan of the Treasury. 

This eight-point plan has been sug- 
gested by the Savings Bonds Division 
to the nation’s banks to support the 
Opportunity Drive: 

1. Display savings bonds posters 
prominently. 

2. Use savings bond promotional 
materials as counter pieces in the 
lobby; as enclosures with monthly 
statements; as handouts to customers 
inquiring about savings bonds. 

3. Discuss and recommend the Pay- 
roll Savings Plan to firms and em- 
ployers. 

4. Recommend savings bonds to 
those asking advice on investments. 

5. Recommend and promote the 
payroll savings plan to the bank’s 
employees. 

6. Sponsor savings bond advertise- 
ments during the campaign or include 
a line as “Buy and Hold U. S. Savings 
Bonds” in the regular bank ads. 

7. Make the Bond-A-Month Plan 
available. 

8. Give the Treasury Department 
suggestions for improvement in sav- 
ings bond promotion. 

The Treasury Department will ex- 
ploit the Covered Wagon of 1849 as 
a symbol of the peoples’ determined 
search for security and opportunity. 
The poster showing a covered wagon 
smashing through a savings bond will 
be displayed all over the country 
during the 41-day drive. 

In addition, Al Capp, the creater of 
L’il Abner has prepared a “‘Shmoo” 
cartoon certificate for children who 
have purchased Series E bonds during 
the drive. 
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By N. P. GREGORY, 
Washington Correspondent 


Before the campaign opens an 
organization, promotional and publicity 
spectacle will be concentrated from 
April 19, Patriots’ Day, to May 14. 

In connection with these ceremonies 
President Truman will be host to 
national Savings Bonds Volunteers and 
48 State governors will honor savings 
bonds workers in their own states at 
receptions and dinners the evening of 
April 19. 

Secretary of the Treasury John W. 
Snyder disclosed that $47,000,000,000 
in savings bonds are now in the hands 
of the people. This is an all-time 
high, and represents almost one-fourth 
of the liquid assets of Americans. 
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Deflation Trend 


The recent liberalization of Regula- 
tion W focuses attention on financial 
developments in the wake of declining 


prices and easing pressures on con- 
sumer goods needs. Economic authori- 
ties are closely watching the current 
trend in order to forecast what is to 
be expected in the future. 

Unemployment is now at a seven- 
year peak. Cutbacks in automobile 
production and heavy stocks of con- 
sumer ‘durable and soft goods are 
reflected in price cuts and bargain 
offers in some industries. 

This is a sharp contrast with condi- 
tions of six months ago when President 
Truman asked Congress to enact emer- 
gency legislation to combat the infla- 
tionary spiral, such as Regulation W 
and higher reserve requirements for 
Federal Reserve member banks. 

Now the Federal Reserve Board has 
found it necessary to relax consumer 
credit regulations to arrest falling 
sales in furniture, automobiles, vacuum 
cleaners, refrigerators, radios, etc. 

Modification of Regulation W, as 
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ordered by the Reserve Board, made 
the maximum maturity uniformly 
21 months, instead of 15 to 18 months, 
on all extensions of consumer install- 
ment credit, and reduced down pay- 
ments on furniture, appliances, etc., 
from 20 to 15 per cent, while it re- 
tained the 3344 per cent down pay- 
ment on automobiles. 

Federal Reserve authorities here do 
not believe that Regulation W will be 
further eased in the near future, unless 
there is a decided and continued defla- 
tionary trend. 

Although the modification was wel- 
comed by trade circles generally, the 


automobile industry is reported not 
entirely satisfied with the continuance 
of the one-third payment. If auto 
sales slump, the initial payment may 
be reduced. 

Since Regulation W expires on 
June 30, the Reserve Board is con- 
cerned over its extension. The House 
and Senate Banking and Currency 
Committee has yet to schedule hear- 
ings on this. 

There is growing Congressional senti- 
ment that wartime controls should not 
be extended, and it will be interesting 
to see what happens on Capitol Hill 
to Regulation W and the emergency 








- fe (is a << 


HEAD OFFICE 


1 Sansome Street 
San Francisco 20 





4 Pri i!’ i ; as er—fol 


ical i] ~ 


For your 


SAN FRANCISCO 
Correspondent 


e Growing and Building with the West since 1873. 
e Assets over one-half billion dollars. 
e Capital funds over 30 million dollars. 


e 26 offices in Northern and Central California. 






SS 


SS 


SSeS LSS 


SSS SS 
ma 8 


SESS SS 
NS 


BSS 
SS 


Do SS 





<— ~ 
~ SSS S 
S: 
~~ 
SAD 


— 
neeuaran 
ee SSS SSS 


SSS 


Pi 


RSS 


SS 


S 
Ww 
y 


SSS SSS SSS SSN 


Sy 


SS SS S 3 
SSS SESS SEES 


SSG|AA™ GSES FSA'S VSAA 


SSS. SESS 
Bo 


3S 


SSeS 
RAMANA Morse 


Ss 


SSS SIONS 
a 
SSNS 


if SN 


SS —_— 
SAG MASSSNV BVRWOKI° 


~ 


ANGLO 


CALIFORNIA NATIONAL 


BANK 








Member Federal Reserve System 


Member Federal Deposit Insurance Corporation 











reserve requirements for member banks 
of the Federal Reserve System. 

The sentiment of Congress on con- 
trols was amply illustrated in both the 
House and Senate on the subject of 
rent controls. The House ignored 
President Truman’s request for a 
two-year rent control curb, and voted 
local option, together with a provision 
giving landlords a “reasonable return 
on reasonable value” of property. 

The Senate .Banking Committee 
even went further. It proposed that 
increases of 5 per cent be given land- 
lords beginning October 1, 1949, until 
a maximum increase of 15 per cent is 
granted. Rent controls would be lifted 
entirely in 15 months after March 31, 
1949, when the old legislation expires. 
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Business Loans 


The credit picture, as reflected by 
business loans, is definitely easing. 
Business loans are now falling at a 
faster rate than any time since before 
the war, according to data of the 
Federal Reserve Board. 

Recent weekly statements show 
that member banks of the Federal 
Reserve System, dropped $75,000,000 
in the first week in March, the seventh 
consecutive weekly decline. Such loans 
have shown a net decline of $467,000,- 
000 since they reached an all-time high 
on December 22, 1948. 

Unofficially the Reserve Board be- 
lieves that the decline in loans may 
be seasonal, or it might indicate hand- 
to-mouth buying for inventory needs. 
This may reflect a more cautious atti- 
tude on the part of business in planning 
production. Naturally, the heavy 
decline in commodity prices is also a 
contributing factor to the business 
psychological picture. 
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Reserve Requirements 


Of greatest concern to the Federal 
Reserve System is the danger that 
Congress may not extend the emer- 
gency reserve requirement powers it 
gave the System last August and which 
expire on June 30, 1949. 

President Truman in his Economic 
Report recommended “that adequate 
means be provided in order that mone- 
tary authorities may at all times be in 
a position to carry out their traditional 
function of exerting effective restrains 
upon excessive credit expansion in an 
inflationary period and conversely of 
easing credit conditions in a time of 
deflationary pressures.” 

Mr. Truman asked Congress to 
provide continuing authority to the 
Board of Governors of the Reserve 
System to require all banks, member 
as well as non-member, to hold supple- 
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mental reserves to the limit requested 
last August, 10 per cent against de- 
mand deposits and 4 per cent against 
time deposits. 

Thomas B. McCabe, chairman of 
the Board of Governors, voiced the 
same conviction when he testified be- 
fore the Joint Economic Committee. 

“The credit measures proposed at 
this time are a form of insurance 
against the possible renewal of the 
upward trend,” Mr. McCabe told the 
Committee. “Let me say a word, 
however, about the downside of the 
business cycle. It should be very 
reassuring to member banks and to 
the entire banking community to recall 
that the Reserve System is far better 
equipped now than ever before to 
combat deflationary forces. 
open market operations, that is, by 
purchase of Government securities, 
the System has virtually unlimited 
means of supplying the money market 
with additional reserves, if the situ- 
ation should call for such action.” 

If no action is taken to renew the 
emergency reserve requirement powers 
of the Reserve System, about $2,000,- 
000,000 in excess funds would be 
released. 

The Federal Reserve contends that 
this would have an unstabilizing effect 
on interest rates, that heavy buying of 
government securities by commercial 
banks would drive prices up and make 
money cheaper, and that an unstabi- 
lized government bond market might 
set inflationary forces in motion again. 


» ° Sf 


Margin Requirements 


With prices on the New York Stock 
Exchange at the current, extremely 
low levels, there are increasing de- 
mands on the part of the financial dis- 
trict and in Congress to reduce margin 
requirements. 

For more than two years, the Federal 
Reserve Board, which administers 
Regulations T and U limiting the 
amount of credit that may be extended 
on securities by prescribing a maximum 
loan value, has maintained 75 per cent 
margins. 

Representative Wright Patman (D., 
Tex.), chairman of the House Small 
Business Committee, has demanded 
an immediate cut to 50 per cent in 
margin requirements. 

Mr. Patman disclosed that he has 
made his demand on Chairman Mc- 
Cabe, asserting that the capital market 
s “virtually dried up.” 

“If margins are reduced,” the 
Texan declared, “the action will stimu- 
late and help encourage capital into 
the market and thus help small busi- 
ness which needs capital at this time.” 

Mr. Patman pointed out that an 
automobile purchaser is required to 
pay down only one-third in cash on an 
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YOUR CLIENTS’ BIGGEST FOREIGN MARKET 


Measure it as you will... your 
clients will find the largest single 
U. S. customer just across the 
border . . . in Canada! Consider 
the figures: Annual imports, $214 
billion . . 
lion . . . gross national product, 
more than $15 billion . . . wages 
and salaries, over $7 billion. 


Since 1817 the Bank of Mon- 
treal has shared in Canada’s 
growth . . . has grown with it. 
With more than 500 Canadian 
branches, the B of M can answer 


. exports, over $3 bil- 


the specific questions that you or 
your clients may want to ask 
about tariffs, labor conditions, 
plant sites or investments . . . 


about freight rates, taxation, im- 


10 A MILLION CANADIANS 





7. 
. U.S. New york ----------- 64 Wall Street 


RESOURCES EXCEED 
$1,900,000,000 
e 
Promoting ° 


U. S. - Canadian : 


Trade e 
for 130 Years = 


In Canada since 1817. 


port-export or exchange regula- 
tions. 


So, if you have clients who are 
planning expansion, talk Canada 
with us. All inquiries will receive 
prompt and reliable responses 
from any of our offices in the 
United States or from our For- 
eign Department in Montreal. 


. Your Free Copy is Waiting for You 
If any of your clients are planning expansion, 
you'll want this handy, 
compact word-picture of 
the new, energetic, post- 
war Canada... . it’s 
yours for the asking. 
Simply ask for booklet 
B-51. 


ooess MY BANK Bank oF MonrTREAL. 


(Canada’s First Bank 
.In U.S. since 1859 


HEAD OFFICE: MONTREAL 


CHICAGO- -------- 27 S. La Salle Street 
SAN FRANCISCO: - - - 


333 California Street 


LONDON City Office - - - - 47 Threadneedle St., E. C. 2 
West End Office - - 


9 Waterloo Place, S. W. | 


Ouer 500 Branches rtcr0sa Canada 
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to extend the availability and effectiveness 


of Microfilming as a modern business tool 








WHEREVER THERE’S BUSINES S&S 
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Effective immediately, the entire pro- 
duction of Bell & Howell microfilming 
equipment will be distributed and serv- 
iced through the worldwide Burroughs 
organization. 


Bell & Howell microfilm equipment, 
built to standards of precision and 
dependability that have made Bell & 
Howell the recognized leader in the 
field of photography, incorporates 
many important technical advances. 
And Burroughs, through the unmatched 
size, scope and training of its organi- 
zation, is uniquely equipped to help 
business take full advantage of this 
exceptional microfilming equipment. 


This new arrangement promises important 
benefits to business concerns 





For many years, Burroughs has worked 
closely with users of figuring, account- 
ing and statistical machines to achieve 
increasingly efficient mechanized sys- 
tems in the office. With this back- 
ground, Burroughs can now help busi- 
ness integrate modern and efficient 
microfilming into its systems and 
methods to save time, space and money 
in the reproduction of records for 
current use and for storage. 


Burroughs world-famed service organi- 
zation will provide not only efficient 
maintenance of microfilm equipment 
but also prompt service in the process- 
ing of films for microfilm users. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT 32, MICHIGAN 


Bell & Howell microfilm equipment is based upon a new 
principle of recording, which doubles the efficiency and 


halves the cost of microfilm for many business purposes. 





THER E’S 





April, 1949 


Burroughs @: 



















’ ree 
Ta See 


Ne AE 










NWS 


—=V) 





As we 
begin our 
next 
65 years 





SIxTy-FIVE YEARS AGO (April 14, 1884) agroup of 
men with uncommon vision and foresight, recognizing 
the growing need for Corporate Suretyship, launched 
an entirely new enterprise, the American Surety 
Company of New York — the first company formed in 
the United States to devote itself solely to the writing 
of Surety Bonds. 


Since that date, Corporate Surety Bonds have 
become a vital and increasingly important part of 
modern business practice. Now, in 1949, the Company 
with its affiliates celebrates a period of service and 
progress that spans an average lifetime. During these 
years its service has expanded so that today, through 
agents and brokers throughout the United States, 
Canada, and Mexico, the American Surety Group offers 
a broad range of Casualty, Surety and Inland Marine 
insurance protection for industry and commerce, 
institutions, homes and individuals. 


The American Surety Group symbolizes the spirit of 
free enterprise which has made our people the most 
independent and the best protected in the world. 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 


100 Broadway * New York 5, N. Y. 
CANADIAN SURETY COMPANY 


i AMERICAN SURETY GROUP | 
SURETY FIRE INSURANCE COMPANY 


COMPANIA MEXICANA DE GARANTIAS 





$1,800 purchase, but that a buyer on 
the nation’s securities markets is 
required to put $1,350 on an $1,800 
transaction. 

Federal Reserve authorities here 
state that they are constantly studying 
the question of margins. The con- 
sensus is that some reduction will be 
made in the near future. 


s * * 


Housing Bill Opposed 


The American Bankers Association 
went on record before the Senate 
Banking and Currency Committee in 
opposition to S. 712 which amends the 
National Housing Act to permit direct 
mortgage lending by a government 
agency in co-operative housing proj- 
ects. The bill also proposes to remove 
secondary restrictions on FHA loans. 

The A. B. A.’s position on the bill 
was outlined by William A. Beckman, 
chairman of the association’s sub- 
committee on mortgage financing and 
urban housing of the Federal Legisla- 
tion Committee. 

Mr. Beckman, who is president of 
the Western Bank & Trust Company 
of Cincinnati, Ohio, urged the Bank- 
ing Committee to clarify the provision 
in 712 under which FHA Commissioner 
Franklin H. Richards would be per- 
mitted and directed to issue rules and 
regulations permitting deferment of 
monthly payments of FHA loans. 

The A. B. A. official told the Bank- 
ing Committee that when the Federal 
National Mortgage Association was 
reconstituted last year, it was intended 
to function solely as a secondary 
market for FHA-insured and Veterans 
Administration guaranteed or insured 
home mortgages. 

“We are opposed to this new author- 
ity which would allow this government 
agency to enter the direct lending field 
in competition with private institu- 
tions,” Mr. Beckman said. ‘“‘We be- 
lieve that soundly conceived co-opera- 
tive housing projects under Section 213 
will have no difficulty in obtaining 
financing from private lending institu- 
tions. Therefore, there is no occasion 
for the government to enter the field.” 

On the question of broadening the 
secondary market, Mr. Beckman 
pointed out that Section 11 of S. 712 
would remove the 50 per cent limita- 
tion in the National Housing Act on 
the sale of FHA-insured mortgages, 
both on individual dwellings and rental 
housing and on VA-guaranteed or 
insured G. I. home mortgages if the 
principal amount does not exceed 
$7,000 per dwelling. 

“We recommend that the removal 
of the 50 per cent limitation will apply 
only to the mortgages guaranteed or 
insured by the VA where the principal 
amount does not exceed $7,000 per 
dwelling,”” Mr. Beckman declared. 
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BANK LIGHTING ? : 


Yes...ithas... employees Gre taking a ‘new == 
look”’ at their wo Sy are’seeing things = : 3 
in a differeht lighthClients/too, see the old SS 
familiar faces in a new Jight! Modern lighting et 
ilizing the Appropriftte Brightness Control 
principle 6 paying atfractive dividends in some 
of the hations outstanding banks. What these 
banks; have accomplished will be of great in- 
terest to you. Complete details are illustrated 
and\ described in the newly issued brochure 
offéred below. 
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First National Bank 
Chicago, Illinois 





Chicago Title & Trust Co. 
Chicago, Illinois 





“Trends in Modern Bank Lighting” with Cur- = - 
rent Examples from Leading banks illustrates. -—~ 
and describes what America's outstanding —- 
banks have done about lighting moderniza- 

tion. It's yours for the asking. 


Merchants Bank - AES FOR YOUR CONVENIEN CE 


Kansas City, Missouri 





CURTIS LIGHTING, Inc. 6135 W. 65th Street Chicago 38, Illinois 








Please send me a copy of “Trends in Modern Bank Lighting" with- 
out obligation. BC-4 
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ADDRESS 
6135 WEST G5Sth STREET, CHICAGO 38, ILLINOIS 


CITY ZONE STATE 
CHICAGO. .TORONTO..NEW YORK BANK 
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Warehouse Receipt Loans 
Against Inventory 


Our storage rates have always been geared to 
accommodate small businesses. In 5% of our 
warehouses the value of goods stored does not 
exceed $5,000; in 6% value is from $5,000 to 
$10,000 and in 17% value is from $10,000 to 
$20,000. Our Field Warehouse Service enables 
you to extend maximum credit service with min- 
imum risk to both your small and large borrowers 
through Warehouse Receipt Loans against their 
raw materials or finished products. 


* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. * Healey Bidg., Atlanta 3, Ga. * 60 State St., Boston 9, 
Mass. * 14 Lafayette Square, Buffalo 3, N. Y. * Liberty Life Bidg., Charlotte 2, N. C. 
120 So. LaSalle St., Chicago 3, Ill. * Thomas Bidg., Dallas 1, Texas * National Bank 
Bidg., Detroit 32, Mich. * Roosevelt Bidg., Indianapolis 4, Ind. * 121 W. Forsyth St., 
Jacksonville 2, Fla. * 520 W. Seventh St., Los Angeles 14, Calif. * First National 
Bank Bidg., Memphis 3, Tenn. * 16 So. Broad St., Philadelphia 2, Pa. * Keystone Bidg., 
Pittsburgh 22, Pa. * 222 Spring St., Shreveport 69, La. * 8th & Locust Sts., St. Paul 1, 
Minn. * 243 Kearny St., San Francisco 8, Calif. * University Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 





WAREHOUSING 
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THE PERSONALITY SPOTLIGHT 





After nearly 20 years with the 
First Wisconsin National Bank in 
Milwaukee, Vice-president William 
G. Brumder has been named to the 
newly created post of senior vice- 
president, with general management 
responsibilities. He has been a 
director since 1941. 

Recently advanced to vice-presi- 
dents are D. Wesley Correll, in the 
business development department, 
and Robert A. Zentner of the 


banks and bankers division. Joseph . 


H. Koch is now assistant vice-presi- 
dent, and H. Erdman, L. E. Klug 
and M. A. Rusch have been made 
assistant cashiers. 


e 


The now familiar pattern of ‘from 
Missouri to Washington, D. C.”’ is 
being emulated by 
Justin Dewitt 
Bowersock III. 
Formerly vice- 
president of the 
Union National 
Bank in Kansas 
City, Missouri, he 
has been elected 
executive vice- 
president of the 
Union Trust Com- 
pany of the Dis- 
trict of Columbia. At the Union 
National he was in charge of the 
correspondent bank division, in addi- 
tion to having loan and bond man- 
agement responsibilities. 





J. D. BOWERSOCKEK III 


2 


Ernest L. Stultz has been named 
president of the new First State Bank 
in North Kansas City, Missouri. 
This institution was formerly the 
Bank of North Kansas City, but the 
name was changed following purchase 
of control by Taylor S. Abernathy, 
president of the First National Bank 
of Kansas City, and a group of other 
investors. Other officers of the new 
bank are G. W. Goll, Jr., executive 
vice-president; Howard Haines, 
vice-president; N. J. Welchel, cash- 
ier; and W. Lepard, assistant cash- 
ier. 

J 

Newly-advanced officers of the 
First and Merchants National Bank, 
Richmond, Virginia, include Vice- 
presidents R. W. Nuckols, S. K. 
Materne and T. K. McRae (left to 
right, front row); Assistant Vice- 
presidents J. D. Whitehurst and 
T. N. Muhlfeld, Assistant Cashier 
John Tyler, Jr., and Assistant Vice- 
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Advanced by Richmond bank 


president W. F. Penn, Jr. (back 
row). The bank also reports that 
Assistant Cashier J. S. Haw has 
retired as manager of the foreign 
department after 48 years with the 
bank, and is succeeded by A. F. 
Dietrich, assistant cashier. 
e 


Numerous promotions have been 
announced at the Anglo California 
National Bank of 
San Francisco. 
Vice - president 
Elwood Jj. 
Schmitt, for- 
merly manager of 
the Oakland 
Main office, has 
been transferred 
to the head office 
in San Francisco. 
George M. Kef- 
fer, vice-presi- 
dent at the Oakland Main office, is 
now vice-president and manager of 
that office. Elvyn C. Evers has 
been made a vice-president at Oak- 
land Main. 

J. M. McCarthy is now vice- 
president and manager, Seaboard 











E. J. SCHMITT 


J. M. McCARTHY 


G. M. KEFFER 

















office, San Francisco. F. W. Clin- 
chard is assistant vice-president and 
manager of the Berkeley office; 
Luin T. Stwitzer now has a similar 
title at the new Van Ness office in 
San Francisco. At the head office, 
Herbert Drake and Rex D. Hol- 
lenbeck have been advanced to 
assistant vice-presidents. 


S 


The National Bank of Commerce 
of Norfolk (Virginia) has announced 
the following promotions: Stanley 
E. Tudor, Baxter C. Carr and 
R. Cosby Moore from assistant 
vice-presidents to vice-presidents; 
Norman G. Poerstel, manager of 
the installment loan department, to 
vice-president and manager; and 
K. H. Clauset to assistant trust 
officer. 

* 


New vice-presidents of the Central 
Bank, Oakland, California, are H. O. 
Johnson and J. R. DeKorne. Mr. 
Johnson has been with the bank for 
26 years. Mr. DeKorne resigned as 
vice-president and cashier of the 











H. 0. JOHNSON 


J. R. DeKORNE 


Industrial State Bank, Kalamazoo, 
Michigan, in 1948 to join Central 
Bank. The bank also announced the 
appointment of C. D. Galvin as 
assistant cashier. 

* 


One of banking’s most noted 
authors, Edward Streeter, of World 
War I ‘“‘Dere Mable’”’ fame, has writ- 
ten another humorous book that 
apparently is also destined to be a 
best seller. The vice-president of 
the Bank of New York and Fifth 
Avenue Bank, New York City, 
describes the harassing experiences 
of the father of a daughter about to 
be married. Titled ‘Father of the 
Bride,’”’ the story was recently serial- 
ized in ‘‘Collier’s’’ magazine, and 
the book being published this: month 
by Simon & Shuster has been selected 
by Book-of-the-Month Club. More- 
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over, it has already been purchased 
for major film production by M-G-M. 


+ 


Wallace M. Montgomery has 
been elected ‘a trust officer of the 
Trust Company of Georgia, in At- 
lanta. He recently joined the bank 
after many years of financial and 
banking experience. 


+ 


Daman Bowersock, formerly as- 
sistant vice-president of the City 
National Bank and Trust Company, 
Oklahoma City, has joined the corre- 


spondent bank division of the First 
National Bank of Kansas City (Mis- 
souri), as assistant vice-president. 


* 


An editorial salute to Joseph 
Rubanow, vice-president, Manu- 
facturers Trust Company, New York 
City, is contained in the February 
issue of ‘‘Credit Executive,’’ monthly 
publication of the New York Credit 
Men’s Association. The magazine, 
in a several-page feature on Mr. 
Rubanow, pays high tribute to him 
both as an individual and as a 
zealous worker for the association. 








Your eyes in Canada 


Over 540 observation posts —our branch 


offices—are yours to use in Canada. Through 


them, we can provide you with up-to-date 


and accurate business information, advice 


and banking services tailored to your par- 


ticular needs in Canada. 


For a continuing picture of developments in 


Canada—to stay alert to new opportunities 


there—write for our Monthly Commercial 


Letter. It will be sent free, at your request. 


THE CANADIAN BANK 
OF COMMERCE 


Head Office: Toronto, Canada 


540 Branches across Canada 


and at 


LONDON, ENG.— NEW YORK — SAN FRANCISCO — LOS ANGELES 
SEATTLE — PORTLAND, ORE. 
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The story comments on 11 nickels 
observed under the glass of ‘“‘Joe”’ 
Rubanow’s desk. It seems that 
every time a member of his staff 
turns.in some inaccurate information, 
he has to add a nickel to the collec- 
tion. Once a year the contributions 
are sent to The March of Dimes. 
As a result of this custom, the nickel 
has become a symbol of accuracy. 
“‘Why, there are people up here who 
would spend $50 out of their own 
pockets,’”’ says Mr. Rubanow, “‘track- 
ing down and checking the facts 
before they’d forfeit a nickel to this 
desk.”’ 


* 


Dan D. Rogers has resigned as 
vice-president and director of the 
Mercantile Na- 
tional Bank at 
Dallas, posts 
which he _ has 
held since 1925, 
to become ac- 
tive chairman 
of the board 
and director of 
the National 
City Bank of 
Dallas. A lead- 
ing Texas phi- 
lanthropist, 
particularly in the educational and 
athletic fields, Mr. Rogers is director 
and board chairman of the Cotton 
Bowl Association. He began his 
banking career as a runner in one of 
the Dallas banks in 1909. 

On March 15 Kline McGee 
assumed his new 
duties as a vice- 
president of the 
National City 
Bank of Dallas. 
Mr. McGee for- 
merly was cashier, 
trust officer and a 
director of the 
First National 
Bank of Wichita 
Falls, Texas, 
having joined this 
institution in 1937 following service 
as an assistant national bank ex- 
aminer. 














DAN D. ROGERS 





K. McGEE 
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H. S. Lafoon has been advanced 
to the vice-presidency at the State- 
Planters Bank and Trust Company, 
Richmond, Virginia. Mr. Lafoon, 
who is secretary and treasurer of the 
American Safe Deposit Association, 
has been with the bank for 32 years. 


+ 


After 22 years as president of the 
City Savings & Loan Company, 
Alliance, Ohio, S. L. Sturgeon has 
been advanced to chairman of the 
board. Mack Hopkins, executive 
vice-president for the past 17 years, 
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W... bankers speak of a new machine as 


“amazing,” “sensational,” “a sure thing for bigger 
profits,” that’s news! 

The revolutionary Todd pocket-check Imprinter 
is good news, too, for every banker who wants 
increased revenues from checking accounts. Now 
there’s no need to print 100 to 200 checks for a 
single account that may use only a fraction of them. 
Now you can get new customers and please old 


‘ones by giving name and address imprinting service 


in only a few moments. No longer do you need 
trained operators or costly ordering, follow-up and 
billing systems for imprinted checks. 


MAIL COUPON NOW! 


THE TODD COMPANY, Inc., Rochester 3, N. Y. 


Please rush full details about the new Todd Check Imprinter, with- 


out cost or obligation to me. 


Bank 


Address 


City. _Zone- oe =, 
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You save money, save time, build customer good- 
will, offer a new, up-to-the-minute service that will 
attract prospects and convert them into customers! 

With the Todd Imprinter, any employee can 
imprint and bind 20 to 25 checks in about the time 
it takes to make an ordinary deposit —actual tests 
show that imprinted checkbook delivery can be 
made to customers within 244 minutes after receipt 
of their orders. 

Find out today about the new Todd Imprinter, 
without cost or obligation. Just mail the coupon 
below for full details. Why not do it now, while the 
coupon’s handy ? 


ROCHESTER SS NEW YORK 





SALES OFFICES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 
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| was chosen to succeed Mr. Sturgeon 


as president. 
¢ 


W. B. Fye has been named cashier 
of the First National Bank of Mead- 
ville, Pennsylvania, succeeding L. O. 
Hotchkiss, who resigned to accept 
a vice-presidency at the First Na- 
tional Bank of Cochranton, Penn- 
sylvania. 
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The adjoining picture shows newly 
elected and advanced officers of City 
National Bank and Trust Company, 
Kansas City, Missouri. Back row, 
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The Little Red Schoolhouse 











5 T had to be little because funds were 
Sal lacking. It had to be red for that was 
the cheapest paint. 

Today the “Little Red Schoolhouse” has been 
transformed into a modern fireproof building 
with gymnasium and other up-to-date equipment. 
These improvements are generally financed by 
tax-exempt bond issues for which the community 
pledges taxes over a period of years. 

We underwrite bond issues for school and 


other public improvements for communities 
throughout America. 





BOND DEPARTMENT 
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MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 














Up the ladder at the City National Bank, Kansas City 


left to right: John E. Hoffman, 
vice-president; Charles W. Koester, 
assistant vice-president; Jack Black, 
vice-president; W. B. Waterhouse 
and Carl Schupp, assistant cashiers. 
Front row: C. E. Schroeder and 
E. T. Arnsberger, assistant cash- 
iers; Harry Filson, assistant comp- 
troller. 
° 


Newly-named president of the 
Ridgewood (New York) Savings 
Bank is Walter J. 
Hess. A graduate 
of the Columbia 
Law School and 
member of the bar 
Mr. Hess was 
elected a_ trustee 
of the bank in 
1938 and first vice- 
president in 1948 
before his present 
advancement. 
Herman Dippold 
has been named first vice-president 
and secretary, and John Schmid 
is second vice-president. 


W. J. HESS 


* 


Alvin J. Vogel, who has become 
widely known among bank operating 
men through his 
activities as execu- 
tive secretary of 
the research com- 
mittee of the Na- 
tional Association 
of Bank Auditors 
and Comptrollers 
during the past 
four years, has 
joined the Central 
National Bank in 
Chicago as vice- 
president and co-ordinator of ad- 
ministration in the bank’s operating 
department. 

“Al” began his career in Chicago 
23 years ago with the Lake Shore 
National Bank, and from the first 
has specialized in bank operation. 
With the N. A. B. A. C. he traveled 
throughout the country studying the 
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subject, and addressing groups on 
banking problems. 


> 


J. Arthur Atwood, president of 
the Brooklyn (Connecticut) Savings 
Bank since 1908 and dean of New 
England bankers and industrialists, 
has been in the national news re- 
cently as the result of a baseball 
game he pitched 
in 1884. 

As a student 
at Yale Univer- 
sity, where he 
played on the 
varsity nine, 
Mr. Atwood 
learned to pitch 
a curve, then 
unheard of out- - 
side the major 
leagues and top 
college teams. 
As a collegiate 
hurler he op- 
posed the New 
York and Phila- 
delphia major 
leaguers. The 
accomplishment which has become 
sports legend took place when he 
pitched for near-by Wauregan against 
Brooklyn. The opposing players 
had never before seen a curve, and 
were so helpless that after the third 
inning Atwood and his catcher 
took the field alone, and he did;not 
allow as much as a foul ball. Syndi- 
cated news feature writers learned 
of this recently, and as a result 
stories recalling the incident have 
appeared in more than 1,200 news- 
papers. 

When Mr. Atwood posed for news 
photographers he refused to wear a 
baseball glove, saying that gloves 
were “sissy stuff’’ never worn in his 
day. 





J. A. ATWOOD 
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J. R. Lauritzen and E. N. Solo- 
mon have been elected vice-presi- 
dents of the First National Bank, 
Omaha, Nebraska. Mr. Lauritzen 
is also president of the Emerson 





E."N. SOLOMON J. R. LAURITZEN 


(Iowa) State Bank and a member of 
the board of directors of several 
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IN THE Pacific Northwest, the wilderness has been con- 
quered. Within a single lifetime, forests and deserts have 
been replaced with fertile farms and busy marts of trade. 


TopAy, Washington, third state in percentage of growth 
in population since 1940 and with a buying power greatly 
above the national average, is a market worth considering. 


SERVING the financial needs of this prosperous state—with 
banking that is helping Washington grow—the Seattle- 
First National Bank offers its state-wide facilities for the 
assistance of new business and the expansion of established 
lines. With 46 banking offices strategically located 
throughout the state, it is now the 23rd bank in size in the 
entire United States and the largest north of San Francisco 
and west of Chicago. Inquiries about business opportuni- 
ties in this prosperous Pacific Northwest will gladly be 
answered. 


A QUARTERLY PUBLICATION of this Bank 
giving a careful review and digest of business 
and industrial conditions in the Pacific Northwest 
will be mailed to you regularly upon request. 


Member Federal 


Member Federal Deposit 
Reserve System 


Insurance Corporation 











SEATTLE - FIRST 
NATIONAL BANK 














Nebraska financial and charitable 
institutions. Mr. Solomon, who 
joined the First National in 1917, 
has headed the personal loan depart- 
ment for many years. 

cm 


C. L. Kelly, formerly assistant 
vice-president of the Citizens Fidelity 
Bank and Trust Company, Louis- 
ville, Kentucky, has been elected 
vice-president of the Bank of Vir- 
ginia, Richmond. He will assume 
charge of the correspondent bank 
division. Assistant Vice-president 
H. F. Taylor has been appointed to 


assist him in the department. 

In other promotions at the bank, 
Ralph F. Bagwell, director of 
savings, has been made a vice- 
president and T. W. Jenkins has 
moved up to assistant vice-president. 

+ 


“Apparently a woman banker is 
sufficiently rare in Europe to be 
considered news value,” writes Mrs. 
Helen R. Feil, assistant secretary, 
The Dime Savings Bank, Brooklyn, 
New York, in a recent issue of ‘“The 
Woman Banker,” official publication 
of the Association of Bank Women 
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FOURTEEN MILLION 
PEOPLE MAKE A 
MAJOR MARKET! 


If you have not checked your Pacific 
Coast market data recently —do so! 


You will find three significant factors. 
First, this fourteen-million market is 

a major market by every measurement. 
Second, production has kept pace with 
population on the Pacific Coast. Third, 
the high percentage of young adults 

in this area gives the vigor that 
assures perpetuation. 


This Bank has served this Tri-state 
area intimately for more than eighty 
years. Today, our closely integrated 


information and service facilities 
in all three Pacific Coast states 
constitute a progressive banking 
connection that is at once 

local and area-wide. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 














commenting on the attention she 
received on a recent European tour. 
Mrs. Feil, editor of the magazine, 
gave an interesting report of her trip 
through England, France, Switzer- 
land and Italy, with frequent com- 
ments on rates of exchange, interest 
on savings, and other miscellany 
pertinent to banking. 
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Harry H. Mullins, who has been 
purchasing agent since 1920 at the 
American Trust 
Company, San 
Francisco, has 
been advanced 
to assistant vice- 
president and as- 
signed to addi- 
tional duties. 
Kenneth Greig 
is now purchasing 
agent. John M. 
Diggs and R. H. 
Speetzen have 
become assistant cashiers. 


K. GREIG 


Bertram J. Miner has been 
advanced to vice- 
president and 
cashier at the First 
National Bank, 
Binghamton, New 
York. The pro- 
motionsof Donald 
E. Hunt and 
Miller S. Gaffney 
to assistant vice- 
presidents, and of 
Kenneth C, 
Welden to assist- 
ant cashier, were also announced. 








* 


Following his graduation from the 
School of Business and Public Ad- 
ministration at the University of 
Missouri, John Percy Huston, Jr., 
has joined the Wood & Huston Bank. 
Marshall, Missouri. The son of 
President J. P. Huston, Mr. Huston, 
Jr., represents the fourth generation 
of the Huston family to serve with 
the institution. 

e 


At The Bank of California N. A.. 
Paul N. Grange has been advanced 
from assistant cashier to assistant 
vice-president at the head office, 
San Francisco. R. W. Kimberling, 


.formerly vice-president and cashier 


of the First National Bank at Eu- 
gene, Oregon, has been appointed 
assistant vice-president. 


Charles C. Joyce, formerly treas- 
urer of the East River Savings Bank, 
New York City, is now vice-president 
and treasurer. George O. Nodyne 


Burroughs Clearing House 
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has been advanced to vice-president 
in charge of branch operations and 
personnel. Promotion has also come 
to Miss Dorcas Campbell, author 
of two books on banking, who is 
now assistant vice-president in charge 
of public relations. William J. 
Rommel has likewise been advanced 
to assistant vice-president. 
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At the American National Bank & 
Trust Company, Mobile, Alabama, 
B. E. Nodop has been advanced 




















B. E. NODOP 


A. W. JOYANT 


from comptroller to vice-president 
and comptroller. Since 1940 he has 
supervised the internal operations 
of the bank. A. W. Joyant, assist- 
ant cashier, and Marion E. Ward, 
manager of the installment loan divi- 
sion, have been made assistant vice- 
presidents. 
e 


For more than 20 years, Central 
Hanover Bank and Trust Company 
in New York City 
has maintained a 
Department of 
Philanthropic 
Information, to as- 
sist benefactors in 
wise public giving. 
The bank recently 
announced that 
Charles N. Won- 
acott, for 17 years 
treasurer of the 
Board of National 
Missions of the Presbyterian Church, 
has become associated with the de- 
partment and his experienced services 
as a consultant will be available to 
anyone interested in the field of 
philanthropy. 





Cc. N. WONACOTT 


e 


Grenville S. Sewall has been 
appointed a vice-president of The 
Chase National Bank, New York 
City, and will serve as associate legal 
counsel. 

+ 


A. H. Abts has been promoted to 
vice-president of the Commercial 
National Bank, Hillsboro, Oregon, 
and will continue to be in charge of 
public relations and the field depart- 
ment. H. A. Rasmussen, Jr., has 
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been advanced to assistant vice- 
president and trust officer, C. E. 
Patton to assistant cashier as well 
as auditor. 


A newly elected trust officer at the 
Fulton National Bank, Atlanta, is 
Virilyn B. Moore, Jr. He has been 
associated with a local law firm, as a 
partner. 

e 


R. W. Adams, who resigned as 
president of the State National 
Bank, Frankfort, Kentucky, has 
joined the First National Bank, 





Cincinnati, as vice-president. Other 
newly-named vice-presidents are L. 
L. Davis, W. N. Liggett, T. G. 
Pierson and A. D. Snyder. J. R. 
Collins is trust officer, E. J. Ren- 
neker, assistant cashier, and R. W. 
Kohlhoff, assistant trust officer. 


e 


V. F. Ostrom has been elected 
vice-president and treasurer of the 
Putnam Trust Company, Greenwich, 
Connecticut. Other new appointees 
at the company include E. H. Juan, 
named vice-president, and Lloyd 
Fidao, secretary. 
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Here is quality that has proven its endurance the 
‘country over—in more than 150 million square feet 
of installations. MA*TI*CO is safe . . . does not wear 
slippery with use. It is sanitary, odorless—will not 
originate dust. And, its variety of colors offer limitless 


Full-color literature showing com- 


plete sample tile line and design 
patterns. Write: Mastic Tile Sales Corp., 


Dept. B., 153 West 57th Street, New York 19. 
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CHECK THESE 
IMPORTANT 
SAFETY FEATURES 


Two-hour fire resistive labels of both 
the Underwriters’ Laboratories and 
the Safe Manvfacturers National 
Association. 


Burglar protection. Underwriters’ Lab- 
oratories T-20 label certifies re- 
sistance to burglarious attack and 
earns a 20% reduction in burglary 
insurance rates. 


Easy-swinging quick-closing, simple 
locking doors. Vital in an emergency. 


Monolithic insulation, reaches to point 
of tongue and groove on door and 
body. Lock and boltwork is behind 
insulation. 


Heavy, welded angle frame. 


HERRING: HALL- MARVIN SAFE CO. 













SPACE-SAVER MODEL 
OEM utube, 
SAVINGS RECORD SAFE 


MODEL 
3642 
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This new point-of-use savings record safe is 
the answer wherevet space limitations are a problem. 

It is made to save floor space . . . yet its compact 
interior is ample for the average volume of savings-and- 
other-important records. 

Its low height adds to the modern appearance of 





your office ... gives you an extra work counter. 
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Most important, it provides Underwriters Lab- 
oratories certified fire protection for your records right 
where your tellers use them. 

Last, but not least, when placed near your tellers’ 
counter, it speeds up service. 

Get all the facts on this new boon for space- 
pinched offices from the H-H-M man near you or write 
us direct. 
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GENERAL OFFICES & FACTORY— HAMILTON, O. 


BRANCH OFFICES: IN NEW YORK, WASHINGTON, BOSTON, ST. LOUIS, 

ATLANTA, HOUSTON, SAN FRANCISCO, PHILADELPHIA, LOS ANGELES, 

DETROIT, CHICAGO, OMAHA, PITTSBURGH, MINNEAPOLIS, CHARLOTTE. 
OTHER HERRING-HALL-MARVIN AGENCIES ALL OVER THE WORLD. 
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CANADIAN BANKING 











By JAMES MONTAGNES 
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Charts from Monthly Review, Bank of Nova Scotia 
Chart “A’’: Canadian cost-of-living has risen to meet U. S. level 
Canadian Price Levels steadily narrowed. (See chart ‘A.’) 


The level of prices for all commod- 
ities in Canada has been gradually 
moving upward towards the United 
States price level, and the process of 
adjustment now appears to be ap- 
proaching completion, according to the 
Monthly Review of the Bank of Nova 
Scotia, Toronto. The latest issue of the 
publication, reports price levels for 
the past 30 years, and details the 
changes made during and since World 
War II. 

“The general average of wholesale 
prices in Canada is now approximately 
twice the immediate pre-war level,” 
the publication points out. “It is some 
60 per cent higher than in the prosper- 
ous years of the late 1920s. The cost 
of living has increased somewhat less, 
as is always the case in a period of 
sharply rising prices; it is nearly 60 
per cent over the pre-war level and 
about 30 per cent over the late 1920s. 

“The increase in prices in Canada 
has been less marked than in most 
other countries. The extent of the rise 
over pre-war compares quite closely 
with the increases which have occurred 
in the United States, Britain, Aus- 
tralia, New Zealand, South Africa, 
Sweden and Switzerland.”’ (See chart 
‘B.’) 

Comparing Canadian and United 
States price levels, the Monthly Re- 
view states that “‘at the end of the war 
the increase in the two wholesale price 
levels was roughly the same, about 
one-third. In mid-1946, however, the 
United States abandoned price control 
and wholesale prices rose by no less 
than 25 per cent in six months. In 
Canada, raising the dollar to parity 
with the U. S. dollar and maintaining 
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Chart “‘B’”’: Price rise in Canada 
compares favorably 


most price controls and subsidies, held 
the increase in check, with the result 
that a wide spread developed between 
Canadian and U. S. prices. During 
1947, as decontrol proceeded, prices in 
Canada rose substantially while the 
advance in the United States was less 
pronounced. And in 1948 Canadian 
prices still moved upward while the 
price level in the United States flat- 
tened out. By last October, the 
Canadian index had caught up with 
that of the United States. 

“As for retail prices, the Canadian 
level has also been moving gradually 
toward that of the United States, 
though the Canadian indexes have not 
risen quite as much. During 1947 and 
1948 the cost-of-living index in Canada 
rose at a considerably more rapid rate 
than in the United States, and the 
spread between the two levels has 


“Since the Canadian price level has 
now largely caught up with that of the 
United States, the future movement 
in Canada is likely to follow the U. S. 
pattern. It is, therefore, of special in- 
terest to note that the upward course 
of prices in the United States has been 
checked and followed by a slight de- 
cline in the past year.” 
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Personnel Notes 


Frank E. Udell has been named 
manager of the To- 
ronto branch of 
Barclays Bank 
(Canada), succeed- 
ing J. Morgan, who 
retires after 43 
years of banking, 
14 of which were 
spent as manager 
of the branch. Mr. 
Udell, who joined 
Barclays in 1932, 
was secretary of the 
bank at the time of his appointment 
as Toronto manager. 

* 

J. J. Winsby has been appointed 
superintendent of Montreal branches 
of the Bank of Toronto, remaining as 
manager of the bank’s main Montreal 
branch. 


F. E. UDELL 


o 
Leo Paul Saint-Amour has been ap- 
pointed to a third seven-year period as 
assistant deputy governor of the Bank 
of Canada, Ottawa. 
Sl 
Ross H. Turley is now chief inspec- 
tor of the Bank of Montreal, succeed- 
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ing G. H. Greening, retired. Mr. 
Turley was assistant superintendent in 
the general manager’s credit depart- 
ment, and is succeeded by Kenneth C. 
Winans, an assistant superintendent 
at the head office of the Bank of 
Montreal. 
* . 6 


Record-Breaker 


Typical of Canadian financial insti- 
tutions whose annual reports for 1948 
indicated rapid growth in both de- 
posits and assets is the 73-year-old 


Guelph and Ontario Investment and 
Savings Society, Guelph, Ontario. This 
institution, which has paid dividends 
regularly since July, 1877, last year 
reached new-high points in assets, over 
$61% million and savings deposits, al- 
most $21 million. 

J. R. Howitt, K. C., is president of 
the institution, and H. L. Benallick is 
manager. 

* Sl . 


Bank of Canada Reports 
Canadian chartered banks have been 


































Canadian Pacific 
Express Company 
United States Dollar 
Travellers Cheques...and 
Money Orders payable in United | 





States Dollars...are redeemable 
at par by The National City Bank 
of New York, New York. 
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informed by Graham F. Towers, gov- 
ernor of the Bank 
of Canada, that 
general bank credit 
restrictions on 
financing business 
capital expendi- 
tures suggested a 
year ago may now 
be abandoned. 
Major influences on 
the Canadian econ- 
omy, particularly 
business develop- 
ments in the United States, have 
prompted the decision. 

The shortage of labor and materials, 
which resulted, in part, in a reduced 
rate of increase in Canadian bank loans 
and non-government investments in 
1948, is no longer an unfavorable in- 
fluence. 

According to the Bank of Canada’s 
annual report the rate of increase in 
such loans in 1948 was $257 million, as 
opposed to $777 million in 1947. These 
loans included about $35 million to 
finance larger grain stocks. 

““A fairly substantial increase in 
bank loans was to be expected in the 
circumstances of 1947 and 1948,” 
Governor Towers reports. ““There was 
an increase in the physical volume of 
business in these two years and a 
strong upward influence from other 
countries on our price level; both these 
factors involved an increase in the cur- 
rent financing requirements of busi- 
ness, which at the same time was mak- 
ing large expenditures for capital re- 
placement and expansion. 

“In 1948, the increase in banks’ 
holdings of corporate securities, ex- 
cluding railway equipment trust cer- 
tificates, was $17 million as compared 
with $141 million in 1947.” 

Turning to the development of 
Canada’s 1948 trade pattern, Gov- 
ernor Towers found several significant 
changes in its direction. One was that, 
while a smaller proportion of Canadian 
imports came from the United States 
in 1948 than in 1947, a much larger 
proportion of Canadian exports ($1,523 
million out of a total of $3,100 million) 
were sold in that market. 

At the same time there was an en- 
couraging increase in shipments to 
Canada from Great Britain and other 
sterling area countries although phys- 
ical volume was smaller than before the 
war. The annual report pointed out 
that, to the extent that Great Britain 
and sterling area countries need to 
reduce their balance of payments defi- 
cit with Canada, it is desirable from 
every point of view that the emphasis 
should be on selling more to Canada 
rather than buying less from Canada. 

The Bank of Canada reported total 
assets for 1948 of $2,058,609,589 and 
profits on the year’s operations of 
$19,332,147, up slightly from 1947. 
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BREAD. .; 
From Trampling Hoofs 


@ Go back far enough into ancient history ... or far enough into backward 
countries today ... and you find bread-grains being threshed by “treading.” 
As shown in the picture, taken during the Case historical pageant at the 
Wisconsin Centennial Exposition, treading makes no use of mechanical 
devices, not even harness for the horses. Treading would seem the ideal of 
those who hold that machines are evil things, or at best a burden of expense. 

Only after America got under way as the nation of freedom and oppor- 
tunity did harvesting machines displace drudgery and bring abundance of 
bread. The groundhog threshing cylinder, the complete threshing, separat- 
ing and cleaning machine, the farm use of steam engines, evolution of the 
gas tractor and of the combine, all came along in a little more than a single 
century. With them all, Case played a leading role. 

For a large part of that century, for reasons that then prevailed, financing 
of farm machinery was handled mainly by its manufacturers. Case learned 
then that the best security for such credit is machinery with ENDURANCE 
to sustain its chattel value, performance to speed its amortization. That same 
quality in Case machines today commends them for financing—business 
we believe rightfully belongs to local banks. J. I. Case Co., Racine, Wis. 


Case Model “A” 6-foot 





combine and the fast 
3-plow “DC” tractor. 





See ‘‘Pageantof Progress”’ as thousands 
saw it daily for a week during the Wis- 
consin Centennial Exposition at Mil- 
waukee last summer. Filmed then, this 














Case pageant of quaint costumes, strange 
skills, ancient tools and modern ma- 
chines has been made into a full-color 
sound movie. Besides being shown by 
Case dealers, it is available for meetings 
sponsored by banks, civic clubs, educa- 
tional agencies and farmer groups. Write 
now for reservation of future date de- 
sired. Address our nearest branch house. 
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Even to bankers and men accustomed to 
dealing in figures, it is difficult to visualize 
any operation in terms of “billions”. For ex- 
ample, without prior recourse to a pencil, 
you may be surprised to learn that if a fund 
started to accumulate January first, 1 A. D. 
at the rate of $1 A MINUTE it would not reach 
the billion mark for over 1900 years — or to 
be specific, until April 29, 1902. 


It is conservatively estimated that this 
nation is now using more than A BILLION 
CHECKS A MONTH — well over 33,000,000 
checks a day. 


This vast traffic indicates the tremendous 
impact of the check on the lives of our people 
—and its unique value to banks in their 
public relations programs. All of which ex- 
plains why so many banks specify La Monte, 


the standard of quality and safety in check 
protection. 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY "sg 


Burroughs Clearing House 




















THE BOOKLET COUNTER 











New Booklets 


An Adequate and Continuous 
Source of Operating Cash ... 
This is an interesting booklet, prepared 
by a large financing company, on 
accounts receivable financing for manu- 
facturers and wholesalers. Based on 
the financing of a billion and three- 
quarters of accounts receivable paper 
annually, fifteen ways this type of 
financing can be used to advantage 
are listed by the company. The text 
cites numerous case histories covering 
young and growing firms as well as 
well-established organizations. The 
manual’s format is especially well done. 


Drive-Up Counters . . . Three 
different drive-in teller’s windows are 
described in these manufacturer’s bro- 
chures, complete with specifications. 
Over-all minimum measurements re- 
quired for installation are listed, in 
addition to working drawings and 
descriptive details of the cash and 
package openings, communications sys- 
tem, protective devices, teller’s cash 
drawer and accessories, etc. 


United States Government Se- 
curities and the Money Market 
- « » This review of 1948 and analysis 
of the outlook for 1949 expresses the 
belief that interest rates probably will 
remain comparatively stable and that 










How to have 
an Adequate 
and Continuing 










source of 





T. scutes that uses our Commercial Financ 
ing Plan may not-only find it a source of more 


cash... may not only find it faster and more 
ducive to _ noe 


The extremely 
Oy erat feature may be aye 








These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











sales of Government bonds to the 
Federal Reserve banks will be sub- 
stantially less than last year. Antici- 
pating no further need for credit re- 
straints at present, nor a sharp business 
recession, the text gives a rather com- 
plete analysis of the economic picture 
with emphasis on the above-mentioned 
highlights. 


Modern Promotion for Bank 
Vault Services . .. This new series 
of safe deposit box promotion folders 
has been prepared for the use of all 
banks renting deposit boxes. Four 
envelope stuffers or counter pamphlets 
emphasize the need for the safekeeping 
of important papers, jewelry and other 
valuables. The contents of each folder 
also comes in newspaper mat form. 


Effectively-written description of financing method 
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Under our Commercial Financing Plan 
YOu pay interest on a day-to-day basis— 
only for money in active current use— 
and not on a loan for a fixed amount 
over a fixed period of time. 
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Still Timely 


Your Bank—Its Deposits and 
Its Investments... A thorough dis- 
cussion of methods by which the com- 
mercial banker may estimate the trend 
of his bank’s deposits and gear its in- 
vestment program to his own estimates 
of liquidity needs. 


Planning Effective Employee 
Handbooks. . . Lists twenty objec- 
tives of such handbooks and sets up a 
suggested table of contents showing 
how each objective may be attained. 
A statistical analysis of 237 indoctrina- 
tion manuals indicates the current 
trend in such texts. 


Where Does Small Business 
Obtain Its Capital? . . . How 122 
small firms were supplied with equity 
capital and long-term and short-term 
borrowed funds is explained in full, 
along with a breakdown of business 
types, total assets, gross sales, number 
of employees, etc. 











7 Herz at this Los Angeles 
independent unit bank, with 
$150,000,000 in resources, you'll find 
willing hands —ready to help you 

in the handling of your cash and 
collection items—to serve your cus- 
tomers when they come to Southern 
California. (N. B.: We should also 
welcome an account from yourbank.) 
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Imagine a flash fire in your bank during banking 

hours. Your ledgers open . . . checks exposed . . . all your 
records out of the vault! Can you conscientiously 

expect your employees to rush them to safety? 


That’s why so many banks have installed Mosler 
Bookkeeping Safes. Not only are they more convenient 


to use, but they protect your irreplaceable records 
right on the spot. 














Mosler’s ledger 
card and check file 
for 24-hour fire 
protection 


These twin bookkeeping safes aps 
specially designed by Mosler for 
etiialiont bank records. The 
left-hand receding-door safe houses 
two trays—one for ledger sheets, 
one for statements. A utility drawer 
beneath holds signature cards or 
other records. The right-hand safe 
has four drawers, each housing 
three removable trays for cancelled 
checks after posting. The operator 
never has to leave her machine! 


Most important of all, it takes only 
seconds to close the doors when 
fire strikes . . . completely protect- 
ing the contents. For your bank’s 
protection—and for greater oper- 
ating efficiency—write or phone 
your nearest Mosler office today 
for our special booklet on Book- 
keeping Safes. There’s no obliga- 
tion, of course. 
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—— Tested and certified by the independent Under- 


writers’ Laboratories, Inc., these safes are 
awarded their “B” label for two hour fire resist- 
ance including 30-foot drop or impact test. 


Je Mosler Safe ¢ 


Main office: 320 Fifth Avenue, New York 1, N. Y, 


Factories: Hamilton, O. 
Largest Builders of Safes and Vaults in the World 
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COURT DECISIONS 








. By CHARLES R. ROSENBERG, Jr. 
Member of the Bar of Pennsylvania and of the 


jotice to Endorser 


A recent Illinois case emphasizes two 
points of great importance to banks: 
proof of notice to the endorser on a 
defaulted note and the keeping of old 
records for long periods of time. 

In that case a note was executed by 
two co-makers, endorsed by the woman 
payee and sold by her toa bank. The 
note matured in five years and was 
not paid. Seven years after maturity 
the bank brought suit on the note 
against the co-makers and the endorser. 
Nine years thereafter the case was dis- 
missed by the court for want of prose- 
cution. A year later the case was re- 
instated and went to trial. This was 
seventeen years after the maturity of 
the note and twenty-two years after 
the date of its execution and delivery. 

The endorser insisted that she was 
not liable because she did not receive 


District of Columbia 


notice of the dishonor of the instrument 
and therefore was discharged under 
the Negotiable Instruments Law. The 
bank contended that when the note 
was not paid on its due date, notice 
of its dishonor was sent to the en- 
dorser. 

A girl who had been employed as 
teller-bookkeeper at the time of the 
maturity of the note seventeen years 
before, testified that it was her duty 
at the time to attend to maturing notes. 
She stated that it was the invariable 
custom of the bank to send to the 
parties, ten days prior to the due date 
of the note, a notice describing the 
note and specifying its maturity date. 
If the note was not paid at maturity, 
this same form of notice with the 
added notation that the note had not 
been paid by the maker and that the 
endorser should make payment, was 


mailed by the bank at the close of the 
day on which the note was due. 

She further testified that she did 
not recall preparing or sending out the 
particular notice of dishonor to the 
endorser on the due date of the note 
in suit when the makers failed to pay, 
but that during her seven years of 
service in the bank she knew of no 
instance where the bank failed to give 
notice of dishonor. She did not know 
who was charged with the actual 
mailing of the notice on the due date 
of this particular note. 

The assistant cashier testified and 
corroborated her testimony concerning 
the custom of the bank about mailing 
notices of dishonor. He explained that 
some of the records of the bank per- 
taining to such notices, including the 
records of the notice sent on the note 
in suit, were destroyed after ten years. 
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NATIONAL CITY BANK TRAVELERS CHECKS! 





/ 
You can give your customer a realhelping able everywhere; remains good until 
F 7 hand when he withdraws funds for his used; and if lost or stolen, the full value is 
trip ... Hand him his wallet of National refunded. 
4 City Bank Travelers Checks. * * * 


He will appreciate your sound advice to 
buy this safe form of currency. It is spend- 
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¥%, of 1%. Write for details. 


THE NATIONAL CITY BANK OF NEW YORK 
Bist tn Weald Wide Banking 


Head Office: 55 Wall Street, New York 15, N. Y. Branches and Correspondent Banks in every Commercially Important City in the World 


Member Federal Deposit Insurance Corporation 
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After reciting the requirements of 
the Negotiable Instruments Law with 
respect to notice of dishonor to en- 
dorsers, the Illinois court said: 

“The requirement of addressing and 
depositing the notice in the post office 
does not prescribe the precise testi- 
mony to be introduced in a case, but 
rather sets forth the ultimate facts to 
be established by the evidence. To 
charge an endorser with the payment 
of a note the plaintiff must establish 
that the notice of dishonor was 
addressed and actually mailed, and 
these facts may be proven by direct 
or circumstantial evidence as any other 


fact in the case. 

“The only evidence of the bank’s 
compliance with the statutory require- 
ments of giving notice of dishonor to 
the endorser was the testimony of the 
teller-bookkeeper that it was the cus- 
tom of the bank at the close of the 
business day on which a note was due 
and unpaid to send a notice to the 
parties stating that it was not paid by 
the maker and that the endorser 
should make payment. However, she 
did not recall preparing or sending 
any particular notice of dishonor to 
the endorser of the note in suit and 
did not know who was charged with 
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perience in this field. 








A Flowing Pump 


NEEDS NO PRIMING 


Most bankers agree that government “pump 
priming” is unnecessary when high levels of 
production and consumption can be maintained 


by wisely administered bank credit. 


Consumer credit’s part in this is becoming 


increasingly important. 


We have helped many of our correspondents 
establish consumer credit departments over 
the past decade. Quite a number of these are 
now rechecking their current procedures 


against the background of our 36 years ex- 


This is a service we are 


glad to perform. 
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posting the bank’s mail on that date. 


There is no certainty as to who posted 
the mail or whether any mail was 
posted on that date. Hence the only 
evidence tending to prove notice of 
dishonor, even circumstantially, is the 
inference from the teller-bookkeeper’s 
self-serving declaration that she always 
did her duty and never failed to send 
out a notice of dishonor. 

“‘Under the Negotiable Instruments 
Law, the burden was on the bank to 
establish the fact that notice of dis- 
honor was mailed to the endorser in 
order to impose liability on her for the 
payment of the note. The bank’s 
duty of meeting this burden is not 
excused by the fact that twenty-two 
years after the note matured the only 
evidence the bank could produce was 
testimony as to the general practice of 
the bank in handling maturing notes, 
nor by the fact that the bank de- 
stroyed its records in the case while it 
was pending on the court docket. The 
fact that lapse of time has rendered it 
impossible to supply the measure of 
proof required by the law does not 
lessen the bank’s duty.” 

Judgment against the bank. (...... 
Bank vs. Standaert, 82 Northeastern 
Reporter, Second Series, 393.) 
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Set-off Refused 


A Pennsylvania corporation, thaugh 
solvent, was unable to pay its debts as 
they matured and accordingly filed a 
petition for reorganization under the 
Bankruptcy Act. The corporation had 
four checking accounts with a bank to 
which it was indebted on an unsecured 
demand note. At the time the peti- 
tion was filed the total of the balances 
in the four accounts was $20,776.08 
and the balance due on the note was 
$27,000. As soon as it received notice 
of the petition the bank set off the de- 
posit balances against the amount due 
on the note. 

The following day the trustees in the 
reorganization proceeding presented 
checks payable to themselves drawn on 
the accounts of the corporation in the 
amounts of the respective balances. 
Payment was refused for no funds. 
Thereafter the trustees filed a petition 
with the Federal District court asking 
that the bank be compelled to turn 
over to them the balances which were 
in the corporation accounts when the 
reorganization petition was filed. 

Although the Bankruptcy Act spe- 
cifically provides for set-off, the court 
decided that the bank was not entitled 
to it in this case and ordered the bank 
to turn over the balances to the trus- 
tees. 

In an opinion of great significance to 
banks the court said: 

“It is well established that a bank 
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deposit made in the usual course: of 
business may, upon the bankruptcy of 
a depositor, be appropriated by the 
bank and applied to the payment of a 
debt due the bank by the depositor. 
The courts of bankruptcy have en- 
forced this right of set-off even where 
the debt to the bank has not matured. 

“It should be kept in mind that a 
reorganization proceeding is not, in the 
true sense of a word, a bankruptcy 
proceeding. The property of a debtor 
remains in the custody of the Court to 
be managed and operated by the 
Court. The purpose of the Act is to 
protect the interests of the debtor 
where he is not insolvent but merely 
unable to meet his debts as they 
mature; to keep the business and prop- 
erty intact if that can be done; and to 
provide for the reorganization of the 
debtor corporation and the develop- 
ment of a plan by the terms of which 
its stockholders and the creditors may 
receive fair and reasonable treatment. 

“When a petition for corporate re- 
organization is filed, all property in 
which the debtor has any claim or in- 
terest passes under control of the 
Bankruptcy Court, and, upon ap- 
proval of the petition, title vests in the 
trustee as of the date of the filing of 
the petition. 

“In Pennsylvania the broader equita- 
ble principles of set-off are available 
and where no equity of third parties 
will be injured a set-off will be allowed 
upon equitable principles: A bank- 
ruptcy court in determining how a 
debtor’s assets shall be distributed does 
not apply the law of the state where it 
sits but must administer and enforce 
the Bankruptcy Act to determine how 
and what claims shall be allowed under 
equitable principles. 


“"NYHE bank argues it was intended 

that a lien would exist on the funds 
deposited by the company as security 
for the demand note. I do not believe 
that the actions of the bank indicate 
or establish the understanding to be as 
contended —to consider the note a lien 
against the checking accounts of the 
company.” 

Pointing out that the corporation 
had substantial real estate and other 
assets and that the bank could have 
created a judgment lien against the 
real estate by exercising the confession 
of judgment contained in the note, the 
court continued: 

“Taking into consideration the value 
of the assets and the lack of insolvency 
on the part of the debtor corporation, 
I believe that just cause exists to de- 
part from the rule which exists in 
bankruptcy, that there is an absolute 
right to set-off. It is my opinion that 
the recognized principles of equity 
prohibit the allowance of a right of 
set-off in a corporate reorganization 
proceeding where the company is not 
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To pay any amount from 1¢ to 99¢, inclusive, with the 


BRANDT AUTOMATIC CASHIER 


but ONE KEY IS DEPRESSED, the key corresponding to the 
amount to be paid 


Thus Speed and absolute Accuracy are assured in all coin pay- 
ments with the use of this equipment. 


There are TWO 
TYPES to select 
from ! 
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Model 100 


Model 200 


Coins roll on edge quickly 


and quietly down the de- 
COIN HANDLING livery chute into the cup 


DEVICES SINCE from where they are re- 
1890 moved by the customer. 


BRANDT 


Coins are delivered to 
the teller and passed 
to the customer. 


BRANDT AUTOMATIC. CASHIER COMPANY 
Watertown rs Wisconsin 


Please send complete information about BRANDT AUTOMATIC CASHIER— 
[-] MODEL 100 [-] MODEL 200 
We also desire information regarding BRANDT PRODUCTS checked as follows: 
[] COIN COUNTERS AND PACKAGERS. 
[] COIN SORTERS AND COUNTERS. 
|] COIN STORAGE TRAYS. 
[] COIN WRAPPERS AND BILL STRAPS. 


IN ET et OE cel RR ie NTA At RA PRL L ATER A RINE LE OPE RIE 
Send Attention 


B-4 “Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
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Now Available 





EASY SNAP FILE BOX 
“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 








Prompt Deliveries 





STRAYER 


ALL STEEL Sliding Drawer 


. STORAGE FILES 


INTERLOCK IN STACK—VERTICAL AND 
PARALLEL AUTOMATICALLY 


SOO” SR Ortop 





MADE ANY SIZE TO YOUR SPECIFICATIONS 
NO STACKING PARTS NEEDED 





We guarantee our Transfer Files to please you or no cost to you in the transaction 





STEEL AND PAPER COIN TRAYS AND BOXES— 





«- MAIL ORDERS TO ... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers of BANK SUPPLIES Since 1914 


COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 
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Powerful leverage enables user, 
with one hand, to attach cord 
and pull until the seal pin is 
forced through the thick folds 
of canvas bag. Increased lever- 
age affords perfect die impres- 
sion even with light pressure 
when deforming seal. Yet Press 
weighs only 17 ozs! 


PURE LEAD SE 


“Steel Strong’’ Lead Seals comprise 4 holes 
fitted with cable-laid hemp cord and pin. 
Made of pure non-porous lead that will not 
break like a moulded seal made of cheap lead. 
Seals, with cord, packed in bundles of 50, all 
same size; Pins different lengths. 


The C. L. DOWNEY Company 
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UNITED STATES BRONZE 





than a dignified 
bank sign of solid bronze. 
Let us show you how 
one of the country’s 
largest plants devoted 
exclusively to bronze 
sign work can give you 
the finest in bronze 
signs at lowest prices. 
Send for free illustrated 

. catalog today! 





insolvent and no understanding or 
agreement existed that the bank was 
to have a lien against general deposits 
as security for the indebtedness.” 

Under Pennsylvania law a demand 
note is due without formal demand, 
and a bank deposit and a demand 
obligation of the depositor to the bank 
are said to extinguish each other except 
as to any balance remaining after 
set-off. In the instant case the court 
said there was no previous decision as 
to the right of set-off in a reorganiza- 
tion proceeding where the note is 
matured and the debtor solvent. (In 
re Susquehanna Chemical Corpora- 
tion, 81 Federal Supplement, 1.) 

As to setting off an unmatured ob- 
ligation, the United States Court of 
Appeals for the Third Circuit has said: 
“It is questionable in a reorganization 
proceeding whether a bank can set off 
a debtor’s unmatured obligation 
against its deposit.” (In re Mauch 
Chunk Brewing Company, 131 Fed- 
eral Reporter, Second Series, 48.) 
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Note Enforced 


When the California payee of a 
negotiable note sued the co-makers, 
who were husband and wife, he ob- 
tained judgment against both of them. 
The note was for $3000, but the payee 
averred that $800 had been paid on 
account and brought his suit for the 
balance of $2200. The judgment was 
in that amount. 

The feminine co-maker appealed 
from this judgment, alleging that there 
was no proof that she had received 
value for the execution of the note and 
also that the payee’s demand for $2200 
was unjustified since the amount of 
$1000 was credited on the back of the 
note by the payee himself. 

Rejecting the claim of no consid- 
eration, the California court said: 

“Every negotiable instrument is 
deemed prima facie to have been issued 
for a valuable consideration, and every 
person whose signature appears thereon 
to have become a party thereto for 
value. These presumptions are suffi- 
cient evidence of consideration to sup- 
port the judgment. Furthermore, the 
plaintiff testified that he delivered 
merchandise to her in consideration of 
the execution of the note.” 

Discussing the problem presented by 
the fact that the payee’s claim was for 
a balance of $2200, whereas he had 
himself endorsed a credit of $1000 on 
the back of the note, the court con- 
tinued: 

“The plaintiff had possession of the 
note bearing the endorsement ‘Paid 
$1000." The inference arose that a 
thousand dollars had been paid.. How- 
ever, this inference was not conclusive. 
It was. subject to contradiction by 
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parol evidence. The fact that a note 
is stamped ‘Paid’ is not conclusive of 
payment. The inference was merely 
some evidence as to the amount paid. 

“The burden was on the plaintiff to 
overcome the inference. He sustained 
the burden by his testimony that only 
$800 had been paid and by the testi- 
mony of the other co-maker that the 
co-makers still owed $2200 on the 
note. The inference that a thousand 
dollars had been paid and this evidence 
that only $800 had been paid created 
a conflict for the trial court, which 
found that $2200 was owing. As the 
question was one of disputed fact, this 
finding cannot be disturbed by us on 
appeal.” (Cohen vs. Kaufman, 200 
Pacific Reporter, Second Series, 834.) 
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INDUSTRIAL PROGRAM 


(CONTINUED FROM PAGE 29) 


tual choice was made of another com- 
munity we were in an advantageous 
position to assist the correspondent 
bank there in obtaining the business 
account. In such instances we do not 
attempt to acquire the account. 

Impartial recommendations are 
made even though they may benefit 
other than bank customers. For in- 
stance, a midwest plywood firm ex- 
panding its distribution urgently 
needed warehouse facilities in Okla- 
homa City. After showing the con- 
cern’s representatives some properties 
listed by four local realtors, Mr. Mon- 
rad located temporary warehouse space 
that would serve ideally until more 
permanent facilities could be acquired. 
The owner, not a customer of the bank, 
was both surprised and appreciative. 
It was explained to him that the pur- 
pose of the industrial development de- 
partment was to draw more payrolls 
to Oklahoma, so that there would be 
more business for everyone. 

However, the department not only 
seeks to attract new payrolls, but also 
to assist businesses (especially the 
smaller enterprises) that’ are already 
established here. Often what is needed 
is managerial advice, as in the case of 
the concern mining calcium carbonate 
that was in need of information on 
mechanizing its operation. Another 
small firm just getting started had 
difficulty in obtaining supplies because 
of a lack of credit standing, and the 
bank was able to assist in this regard. 
A pioneering venture in the manufac- 
ture of fireproof strawboard has been 
aided in its financing and sales prob- 
lems. Even where ban!?: financing is 
not feasible for the time being, every 
effort is made to find an alternative 
solution, as in the case of a local pottery 
concern that received an RFC loan. 

Mr. Monrad also performs many 
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takes 


‘only one 


A devastating earthquake usually strikes without warning. 
Result: huge property losses...widespread chaos. 
Embezzlements also hit without advance notice. And 


only one such loss may be sufficient to topple a going 
business. 


Moral for bankers: before granting loans to commer- 
cial or industrial enterprises, always make sure that they 
are adequately protected against the ever-present risk 
of employee dishonesty. 

The F&D representative in your community will gladly 
assist you in reviewing the dishonesty insurance carried by 
present or prospective borrowers. This added precaution 
is available at no extra cost to your bank and without 
placing you under any obligations. 
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miscellaneous services. For example, 
attorneys check with him concerning 
legislative changes affecting business, 
and he has been consulted in conjunc- 
tion with a new corporation code de- 
signed to provide a favorable climate 
for business enterprises. 

Since he has been in this type of work 
for 25 years, Mr. Monrad is unusually 
well qualified to head our industrial 
development function. He was indus- 
trial engineer with the Oklahoma City 
Chamber of Commerce for five years, 
and previously served in similar ca- 
pacities at New Haven, Connecticut, 


and Elmira, New York. He studied 
engineering at the University of Cin- 
cinnati, and business administration at 
the Babson Institute. 

One way’in which Mr. Monrad un- 
covers helpful leads is his membership 
in such organizations as the American 
Industrial Development Council, the 
Southern Industrial Council, the So- 
ciety of Industrial Realtors, Oklahoma 
City Real Estate Board, American 
Institute of Real Estate Appraisers, 
National Association of Real Estate 
Boards, Chicago Traffic Club, New 
York Traffic Club, and Rotary Inter- 
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Wow You Can Reduce 
Extra Expense 


bes 


Normally, good management is the answer. But if the 
normal routine of business is upset by a fire or another 
catastrophe that forces you to continue business in 
temporary quarters, with rented bookkeeping and 
calculating machines, you’ll need Extra Expense in- 
surance. A more detailed explanation of Extra Expense 
insurance will be mailed you on request. 


THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1947 


Assets - - - - . * . . - . $106,262,644 
Liabilities - - ° ° ° ° + 51 9292,949 
Surplus to policyholders - + + © « -« 54,969,698 
Losses paid to December 31, 1947 - o . ° 422,207,611 
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national. He is on the State Resources 
and Planning Board, and is executive 
vice-president and treasurer of Okla- 
homa Industries, Inc., a private profit- 
making organization which assists in 
locating industrial sites, obtaining 
needed financing, and letting construc- 
tion contracts. He is also the indus- 
trial consultant to Governor Roy J. 
Turner and makes many industrial 
calls on his behalf. 

Further, Mr. Monrad has a weekly 
call list made up of local contractors, 
newspapermen, realtors, engineers, rail- 
road agents, Chamber of Commerce 
officials, and others likely to know 
about interesting business develop- 
ments or plans. Every Monday, Mr. 
Monrad checks with them to keep 
abreast of the latest rumors and hap- 
penings. 

Of course, the full results to the bank 
from any such program are impossible 
to measure or accurately assess. Much 
of the effects from the steady stream of 
calls and other contacts will be cumu- 


lative, and may bear fruit months and. 


years hence. However, we have al- 
ready seen tangible benefits derived 
by the bank and by others from the 
efforts of the industrial development 
department, and we believe the ac- 
tivity is in keeping with our position of 
responsibility to the community. 
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DIRECT VERIFICATION 


(CONTINUED FROM PAGE 31) 


balances have been verified, or that 
collateral listed is in agreement with 
the record, or that a correspondent 
agrees that items held for safekeeping 
or collection are in order, is in a far 
more comfortable position. 

\’ The directors of a bank, who often 
accept the responsibilities of bank 
directorships as a civic duty, seldom 
consider that their statutory examina- 
tion is complete unless certain assets 
and liability accounts have been di- 
rectly verified. There have been many 
instances where directors have been 
required to deplete their personal 
estates to make good the results of in- 
ternal dishonesty. Such incidents are 
too numerous and too well publicized 
to require repetition here. 

The Direct Verification Committee 
of the association was appointed in 
1947. Bank defalcations had begun 
to show a tendency to rise and it was 
evident that the need for a re-exami- 
nation of bank controls and audit 
procedures was urgent. 

Questionnaires were sent to the asso- 
ciations’ member banks calling for in- 
formation on audit practices in verify- 
ing loans, deposits, collections, safe- 
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keeping accounts, trust accounts, etc. 

As the questionnaires were returned 
to headquarters, they were turned over 
to the Direct Verification Committee. 
From an analysis of the responses, it 
became apparent that 30 per cent of 
the banks responding were consider- 
ing programs of positive verification. 
This was significant. It was also 
significant that, where public account- 
ants were used to assist directors on 
the occasion of statutory examinations, 
positive verification was always an im- 
portant part of their work. 

From time to time it has been sug- 
gested that customer resistance would 
have to be considered in any program 
of direct verification. The question- 
naire asked for information on this 
point and, curiously enough, no in- 
stances of complaint were recited. The 
replies did bring out the related fact 
that some banks were advising new 
customers, at the time accounts were 
opened, that they might expect to re- 
ceive verification requests at regular 
intervals and that this procedure was 
part of the banks’ system of operation. 

As was to be expected, not all of the 
returned questionnaires gave a happy 
view of auditing programs. Many of 
the banks did not attempt any verifica- 
tion and a considerable number used 
the negative form. It was encourag- 
ing to find, however, that the banks 
using direct positive verification were 
not limited to the larger institutions 
and that the practice was not confined 
to just a few sections of the country. 

In addition to sending in the ques- 
tionnaires, the banks were requested 
to supply copies of the forms used in 
the operation. 

After the questionnaires were di- 
gested and the forms studied the com- 
mittee began the preparation of the 
manual. In the course of its work it 
obtained additional forms and addi- 
tional information on audit procedures 
both from the banks to which the ques- 
tionnaire had been mailed and many 
others throughout the country. 


ig should be noted, too, that not only 

bank comptrollers and auditors were 
approached in the preparation of the 
manual but that help was obtained 
from many other bank officers. Meet- 
ings were also held with both State and 
Federal bank supervisors, and the 
surety associations and _ individual 
surety companies have contributed 
to the program. 

From an association standpoint, the 
Direct Verification Committee was also 
actively assisted by the Bank Fraud 
Prevention Committee and the Sav- 
ings Banking Committee. 

The manual, as completed, is divided 
into several sections. It opens with a 
preface that discusses the growing 
trend of bank irregularities and defal- 
cations. The first section is devoted to 
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the procedure in direct verification for 
the smaller bank and the second sec- 
tion to the larger institution. This is 
followed by sections on the preparation 
for direct verification, the performance 
of the job and the procedure for fol- 
low-up after the verification letters 
have been returned. 

The final section of the manual, cov- 
ering some 20 pages, presents a wide 
variety of reproductions of the forms 
used. These were prepared as sugges- 
tions from the numerous forms ob- 


tained by the committee. They are 
shown without bank names, as may be 
seen in the selected samples illustrated 
on pages 30 and 31 of this article. 

As the manual itself states, it 
“brings together for the first time the 
thought and experience of banking 
groups throughout the country con- 
cerning the best procedure for handling 
this important part of bank operations. 
As a pool of information on this sub- 
ject, it should be found helpful to 
those whv now verify their accounts 
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THE FUTURE HOLDS GREAT PROMISE 


Neither chance nor mere good for- 
tune has brought this nation the 
finest telephone service in the world. 
The service Americans enjoy in such 
abundance is directly the product of 
their own imagination, enterprise 
and common sense. 





‘Tie propre of America have put bil- 
lions of dollars of their savings into 
building their telephone system. They 
have learned more and more ways to 
use the telephone to advantage, and 
have continuously encouraged inven- 
tion and initiative to find new paths 
toward new horizons. 


They have made the rendering of 
telephone service a public trust; at the 
same time, they have given the tele- 
phone companies, under regulation, the 

reedom and resources they must have 
to do their job as well as possible. 

In this climate of freedom and re- 
sponsibility, the Bell System has pro- 
vided service of increasing value to more 
and more people. Our policy, often 
stated, is to give the best possible serv- 
ice at the lowest cost consistent with 
financial safety and fair treatment of 
employees. We are organized as we are 
in order to carry that policy out. 


Bet Telephone Laboratories lead the 
world in improving communication 
devices and techniques. 

Western Electric Company provides 
the Bell operating companies with tele- 
phone equipment of the highest quality 
at reasonable prices, and can always be 
counted on in emergencies to deliver the 
goods whenever and wherever needed. 

The operating telephone companies 
and the parent company work together 


From the 1948 Annual Report of the 
American Telephone and Telegraph Company 


so that improvements in one place may 
spread quickly to others. Because all 
units of the System have the same serv- 
ice goals, great benefits flow to the public. 


Similarly, the financial good health 
of the Bell System over a period of 
many years has been to the advantage 
of the public no less than the ‘tock 
holders and employees. 


It is equally essential and in the pub- 
lic interest that telephone rates and 
earnings now and in the future be ade- 
quate to continue to pay good wages, 
protect the billions of dollars of savings 
invested in the System, and attract the 
new capital needed to meet the service 
opportunities and responsibilities ahead. 


There is a tremendous amount of 
work to be done in the near future and 
the System’s technical and human re- 
sources to do it have never been better. 
Our physical equipment is the best in 
history, though still heavily loaded, and 
we have many new and improved facil- 
ities to incorporate in the plant. Em- 
ployees are competent and courteous. 
The Bell System policy of making pro- 
motions from the ranks assures the 
continuing vigor of the organization. 


Wir these assets, with the tradi- 
tional spirit of service to get the mes- 
sage through, and with confidence that 
the American people understand the 
need for maintaining on a sound finan- 
cial basis the essential public services 
performed by the Bell System, we look 
forward to providing a service better 
and more valuable in the future than 
at any time in the past. We pledge our 
utmost efforts to that end. 


| ree 6. « CnbinBinitinas, 
President 
American Telephone and Telegraph Company 

















and to those considering action toward 
this end.” 

Since statistics show that more than 
60 per cent in dollar amount of all bank 
defalcations involve deposit accounts, 
the manual provides a special step-by- 
step account of deposit verification. 
This runs from the time supplies are 
ordered to the checking of signatures 
on the returned verification forms. 

The handling of deposit accounts is 
a good example of the manual’s thor- 
oughness. It admonishes that all gen- 
eral ledger accounts related to de- 


posits “should be proved for assurance 
that they are not being used for pur- 
poses of temporary concealment. These 
accounts will include cash item, sus- 
pense and any miscellaneous hold-over 
accounts related to the deposit ac- 
counts. All items controlled in such 
accounts should be investigated for the 
purpose of determining their regularity 
and of ascertaining whether any should 
be charged or credited to the accounts 
selected for verification.” 

In publishing the verification man- 
ual, The National Association of Bank 
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is your building . . . barriers, beg 


and wickets. 


DIGNIFIED SIGNS 


letters . . 
is assured. 


quoting on appropriate designs and sizes. 


Dept. BCH 
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OF of the most important features in public relations 

inning with the 
counters, are a thing of the past. Old-style high en- 
closures are retreating before new-type low-type rails 


NEWMAN BANK FIXTURES 


are constructed in the mddern manner of bronze, alumi- 
num and stainless steel. Estimates figured on PRE-WAR 
basis will fit comfortably into your remodeling budget. 


NEWMAN ever-enduring cast metal signs, name 
. famous for finer quality since 1882. 

chased bronze and aluminum plaques and plates VERY 
REASONABLY PRICED, especially since permanence 


WRITE FOR CATALOG and include information for 


NEWMAN BROTHERS, Inc 
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into easily read sections. 
to Hawaii. 


SINGLE COPIES - 
2 TO 10 COPIES - 


charge to you during 1949. 


trouble at a small cost. 


P. 0. Box 1826 











“Pecks” 
Auto Title Book 


is a handsomely bound book that gives you the much needed information 
for financing automobiles. Every Bank and Finance company needs this as 
it gives you the pertinent data on registration, transfer laws broken down 
Thousands of satisfied book owners from Alaska 


Larger quantities special price on request. 


The book is loose leaf so it may be kept up-to-date easily. Changes in Auto- 
mobile laws are printed and supplied to you, ready for insertion, without 


This book is something you need and will save you much valuable time and 


Satisfaction guaranteed or your money refunded. 


STEPHENS - PECK, Ine. 


@ $10.00 
@ $7.50 


SALT LAKE CITY, UTAH 

















Auditors and Comptrollers is carrying 
forward its program of “‘An Audit Pro- 
gram in Every Bank” announced last 
fall. The association began its cam- 
paign of education through a series of 
articles in its own magazine, “The 
Auditgram,” and other bank publica- 
tions. 

Since then, notices from  head- 
quarters to conferences, or chapters, 
in all parts of the country have con- 
tinued to stress the need for sound 
auditing, and local banking groups 
have included the topic for general dis- 
cussion at frequent meetings. National 
or regional meetings have been con- 
sidered incomplete if the program did 
not provide a prominent place for an 
open discussion of direct verification. 


THE program has included work with 

Federal agencies. Mills B. Lane, Jr., 
immediate past president of the asso- 
ciation, recently received a letter in 
connection with the association’s work 
on direct verification from J. Edgar 
Hoover, Director of the Federal Bureau 
of Investigation, Department of Jus- 
tice. Mr. Hoover stated: “It is educa- 
tion of this type which greatly aids in 
the solution to problems which con- 
front law enforcement, and I am sure 
that I can speak for the entire law en- 
forcement profession in expressing ap- 
preciation for your interest and ac- 
tivities in this connection.” 

Letters have been received also by 
Mr. Lane from supervisory agencies on 
the preparation of the manual. “‘Publi- 
cation of this manual is a further step 
towards the strengthening of the in- 
ternal controls in bank operations,” 
said one. ‘““The further development 
and extensive adoption of this effective 
tool,” said another, ““would strengthen 
audit procedures and, of paramount 
importance, afford greater assurance to 
bank management concerning the true 
condition of their own institutions, as 
well as materially supplementing the 
work of supervisory agencies.” Said 
a third: ““The manual should serve a 


‘very wholesome purpose in enabling 


banks to prevent losses through irregu- 
larities and defalcations. We hope that 
many banks not now using the direct 
verification procedure will benefit in 
large measure from the work which has 
gone into its preparation.” 

The association expects to continue 
its program of education through the 
publication of articles on control, audit 
and operating techniques and through 
discussions at its meetings. Through 
its Bank Fraud Prevention Committee 
it plans to mail, at regular intervals, 
the latest available information on 
bank defalcations, detailing the meth- 
ods used by the perpetrators, and to 
include suggestions for preventing 
recurrences. 

Copies of the Direct Verification 
Manual are being mailed first to 


Burroughs Clearing House 
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member banks of the association with- 
out charge. Additional copies to 
member banks are $1 and the price to 
non-members is $5. Inquiries may be 
addressed to The National Association 
of Bank Auditors and Comptrollers, 
First National Bank Building, Chi- 
cago 3, Illinois. 
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LIGHTING AND COLOR 


(CONTINUED FROM PAGE 36) 


of our wood finish and floor coverings, 
and proceeded to study colors that 
might be harmonious. Eight colors 
were eventually selected for trial, 
painted on our laboratory walls, and 
carefully considered from all view- 
points. 

These colors seemed rather bright 
and daring, and it was with some un- 
certainty of the result that we painted 








Lighting Wins 
Award 


Recognition of the excellence of 
the new lighting installation at 
The First National Bank of 
Chicago was evidenced at the 
Third International Lighting 
Exposition, held March 29— 
April 2 in Chicago. A picture of 
the lighting in the bank’s trust 
department, entered by the 
equipment supplier in the an- 
nual contest held by the Exposi- 
tion to judge examples of light- 
ing progress, won the Gold Seal 
Award in the wholesalers’ classi- 
fication and a $100 cash prize. 




















various colors on the walls and columns 
in the first area completed on our third 
floor. 

However, ‘it was soon obvious that 
our new lights and colors harmonized 
very well. There continued to be only 
favorable comments as we finished and 
painted section after section, slightly 
changing the shade or tone of the 
colors to give the most pleasing effect. 

The walls have been painted in two 
or three colors and adjacent faces of 
columns have been painted different 
colors. This treatment gives the illu- 
sion of narrow columns, with one color 
blending into the wall coler and the 
other neutral color blending with the 
ceiling. 

We have standardized on four colors 
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DURABLE 


CHECK BOOK COVERS 


Amazing Duralex actually costs less than inferior 
covers; saves up to one-third over quality covers. 
Cost less to buy; wears longer and saves even more. 


Shoes and luggage are made of this material which is 
composed of rubber and cord, like a fine tire. Wears 
like the best leather; saves you money on replacements. 


DISTINGUISHED 


Despite its economy, there is nothing “cheap” about 
Duralex. Looks and feels like leather. Deep-grained 
in six rich duo-tone colors. Embosses beautifully. 


WRITE FOR SAMPLES AND laut 
PRICE TODAY 

BOOK COVER CO. 

810 EAST THIRD ST- LOS ANGELES 54 - CALIF. 





































Keeps Wraps “‘In Press”’ 


Dry and Aired in less space 


This 4 foot, 3-U Office Valet 
accommodates 12—provides 
each a coat hanger and hat 
space with a shelf for overshoes 
and double umbrella racks. 


The Office Valet offers a com- 
plete line of modern beautifully 
finished, space saving steel 
wardrobe equipment for homes, 
factories, offices, schools, 
churches and public buildings— 
everything from small knock- 
down party racks to complete 
locker rooms or checkrooms. 


Write for Bulletin OV15 
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VOGEL-PETERSON CO. 


624 So. Michigan Ave Chicago 5 





which are hard to name specifically, so 
that they have been identified by us as 
follows: 

FIRST green, NATIONAL gray, 
BANK brown, and CHICAGO faun. 

The problem of wall soundproofing, 
inner windows, radiator enclosures, 
venetian blinds, conventional shades 
or drapes was considered many times, 
but as there seemed to be no one obvi- 
ous answer we delayed our decision. 

About ten days prior to the occu- 














Lal 


NOW! SPEED-UP YOUR 
CHECK-CASHING 100% 


Let the Fas-Cash System double your 
check-cashing capacity! ‘ 
This proved system enables any of your 
tellers to cash a check in as little as 5 
seconds ... up to 500 checks an hour. 
What Fas-Cash has done for other lead- 
ing banks it can do for yours. 


SEND COUPON BELOW NOW! 


FAS-CASH SYSTEM INCORPORATED 
Dept. BU-4, 112 Madison Avenue 
Detroit 26, Michigan 


Rush details and free folder on Fas-Cash System. 


Name 





Bank 





Address 





City State 
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Now— BETTER Vault 
Steps at LOW PRICES 
CARD Sturdi-Lite 


ALUMINUM—Tubular Frame 
construction—STRONG and 
RIGID, yet Surprisingly 
Light. They make upper 
boxes more rentable. 

Always Bright, Neat Looking—no 
upkeep cost. Rubber feet prevent 
slipping. NON-SKID Rubber 
Treads on One-piece Aluminum 
steps. 10” between steps in both 
models. Top step 1034” x 1634”. 
Lower steps 9” x 1434”. 


2-STEP MODEL— 
20” high, 18” wide, 18” 
long. Price F. O. B. 
Clearwater, Florida ... 
3-STEP MODEL— 
30” high, 18” wide, 26” 
long. Price F. O. B. 
Clearwater, Florida . $22.7 5 


Also CARD Sturdi-Lite LADDERS— 


3,4 and 5-step models—hand rails at sides, 
shelf or basket at top. Write for details 
or seni order to 


D. R. CARD CO. 


830 Merchandise Bldg., 
MINNEAPOLIS 3, MINN. 


$17.75 














pancy of our bookkeeping department 
last June we still had no solution, and 
the space still needed dressing up. We 
had heard much about plastic fabrics, 
and it occurred to us that use of this 
material as drapes would provide some 
additional soundproofing as well as 
shut out a view of an alley. So, we 
had a few rolls of light gray and yellow 
vinylite expressed to us from the East. 
These we cut into lengths and hung at 
the windows without any hemming or 
sewing. 

As can be seen in the accompanying 
color picture at the top of page 35, the 
yellow drapes against dark brown walls 
give a pleasing touch to an unusually 
attractive bookkeeping room, housing 
220 employees with the largest unified 
group of bookkeeping machines in the 
country. 

Careful thought was given to the 
desirability of refinishing our tables 
and machines in some standard color. 
Light colors were considered for table 
and desk tops, in place of darker hues, 
because of the accepted theory that 
light colors would reflect more light 
and involve less eyestrain. Under our 
lights in the laboratory, however, we 
found that the reflection from light 
desk tops created too much glare, so 
we continued the use of dark linoleum 
tops and have adhered to the standard 
colors adopted by most equipment 
manufacturers. 

General planning. Our over-all 
planning of the use of each space may 
have been considered somewhat hit or 
miss, for we rarely determined the 
exact location of desks in a department 
until shortly before occupancy of the 
space. 

However, we had general ideas of 
locations of aisles and central features, 
as well as the desired flow of work, 
keeping in mind the need for symmetry 
in the final arrangement. 

Moreover, we found that determi- 
nation of final locations just prior to a 
move, with the full consideration of 
key men in each department, generally 
developed more adequate arrange- 








what happened fo the rooster. 


income. 
security. 
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ROOSTER BREAKS MAN’S ARM 


A 73-year old Rockingham, N. C., man had 
his arm broken in a fight with a rooster. The 
man is in the hospital but we don’t know 


We know exactly what will happen to you 
if you save regularly a portion of your 
You will surely reach financial 


SECURITY BANK & TRUST COMPANY 
Salisbury, N. C. 


1—Mr. W. H. Smith, Pres- 
ident of Security Bank & 
Trust Co., has been using 
our service for one year. 


2—We guarantee you 
the best read ad in your 
local paper, within 90 
days—our trial period. 


GRAHAM 
ADVERTISING 
AGENCY 


BOX 30, COLUMBIA, S. C. 




















ments than detailed preplanning too 
far in advance. 

Consideration of work flow is ex- 
emplified on our third floor, which 
covers an area of 60,000 square feet 
and houses our entire daily check 
operation. Located on this floor are the 
following departments: in mail, clear- 
ings, bookkeeping, transit, exchange, 
and out mail. Each day’s work flows 
directly from unit to unit as required, 
and machines and other equipment are 
located so as to be available to 
service the peak loads of other de- 
partments. 

Another phase of our general plan- 
ning has been the placing of small de- 
partments between large departments, 
to provide for future expansion of the 
latter without involving major depart- 
mental moves. 

Our present reconstruction program 
does not include any plans for our safe 
deposit, savings, or commercial cage 
areas, but at some time in the future a 
general reconditioning will undoubt- 
edly be considered for them. 

Other special features. We 
wanted to provide a conference room 
in our trust department which would 
be of unusual interest and with a tradi- 
tional association. To this end we 
were fortunate in acquiring at very 
low cost one of the original oak- 
paneled rooms of the Great House, 
Whitehall, in Shrewsbury, England, 
which was constructed in the years 
1578-82 and dismantled in 1928. Inci- 
dentally, we have a very interesting 
transcript of many of the features of 
the construction of this mansion and 
of some of the episodes occurring at 
Whitehall. Also, we have endeavored 
to obtain furniture and furnishings 
that would help to preserve the atmos- 
phere of this historic room, which 
housed many members of royalty in 
its time. 

Another special project has been the 
refurnishing of our women’s banking 
department. In addition to colorful 
new decorations in this area the marble 
floor has been carpeted, the lobby space 
considerably. increased, more writing 
desks provided, and an inviting and 
comfortable waiting and conference 
alcove added to the facilities. 

The direction and supervision of the 
entire bank remodeling program has 
been by regular employees of our own 
staff, Charles W. Bartell, manager of 
our bank building, and Carl Johnson, 
our building architectural engineer. 

The results of the project have been 
most gratifying. We have obtained 
expanded facilities, colorful and well 
lighted, without too great an expendi- 
ture. As a result of inquiries we have 
already answered many specific ques- 
tions as to features or phases of the 
work, and we will be very pleased to 
assist any others who may be inter- 
ested. 
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BANK BUILDERS, ANALYSTS, DESIGNERS, EQUIPPERS, BUILDERS 


Americas most experienced bank designers — 








from a “banker’s point-of-view”! 


When we take over a bank project our initial approach is far removed from 
architecture. Our first step is to study your particular bank’s business. We 
analyze each department... not just the main banking room... but every 
phase of the bank’s operation! We discuss functional problems with officers 
and department heads. We survey space and equipment needs. In other words, 
our experienced bank building Analysts thoroughly investigate your entire 
operation from a “‘banker’s point-of-view” before actual designing begins. 
Their recommendations, incorporated into the final plan, assure you of new 
quarters that can be operated at peak efficiency. Bankers with whom we’ve 
worked tell us this “‘banker’s approach” to bank designing is even more 
remarkable than the outstanding improvements we’ve developed in bank 
architecture, arrangement and equipment. 


at your next board meeting... 


you will possibly want to discuss new quarters plans for your bank. Write today, get the facts on our 
organization. Lf you wish, one of our bank building Analysts can call on you, explain our services! 





ae FT. LAUDERDALE, SAN FRANCISCO 
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OF AMERICA 


Headquarters: NINTH & SIDNEY STREETS + ST. LOUIS 4, MO 





























“That’s just what we need in this department” 


Our Transit Department doesn’t keep banking 
hours! It operates 24 hours a day, clearing transit 
items with speed that is a real benefit to our Cor- 
respondent Banks. 

Checks clear fast through The Pennsylvania 
Company too; we are one of the nation’s heaviest 
users of Air Mail for this. purpose. 


But they are only two of the advantages that 
come from being a member of our Correspondent 
Bank “family.” We offer you special, swift serv- 
ices in securities transactions. And our 19 offices 


19 OFFICES 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM 





in Philadelphia mean that you also have 19 offices 
here when you deal with us. 


Drop us a line and we'll tell you more about 
the ways we can help you. Better still, drop in 
when you’re in town. We prize the warm, friendly 
relationship that exists in our Correspondent 
“family,” and we’re sure you'll sense this cordial-' 
ity the moment you sit down for a chat. After- 
ward, like all our Correspondents, you’ll use our 


offices as if they were your own when you’re 
in Philadelphia. 


THE 
PENNSYLVANIA 
COMPANY 


for Banking and Trusts 
FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 








